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Spark 


Likes Native Sons 
Los Angeles Bound 
And There Was Pabst 
Helped Build Bridge 
Taxi Gadget Popular 


By 
Chris Sinsabaugh 


San Francisco 


EN DAYS in San Francisco 

have opened my eyes as to 
what is going on out here in an 
automobile way. Why, the west 
coast is a kingdom by itself. 
They’re real folks, these men who 
make and sell motor cars in 
California, most hospitable to the 
stranger from east of where 
the west begins and they know 
how to merchandise their prod- 
uct, as evidenced by the fact 
that California leads all other 
states in the number of cars per 
capita. But it was not until I 
became the Inquiring Reporter 
from the home office that I re- 
alized how many cars come off 
the assembly lines of west coast 
factories. ‘lhey tell me that the 
estimate is somewhere between 
200,000 and 250,000 annually, what 
with Chevrolet, Ford, Chrysler, 
Studebaker and Willys-Overland 
grinding them out. 

* * * 


TAKE IT HERE in this neck 
of the woods where both Ford 
and Chevrolet have branch 
plants, the former at Richmond 
and the latter in Oakland. At 
Chevrolet, which has been in op- 
eration since 1916, 63,000 cars 
and 14,800 commercial vehicles 
were manufactured in '35, for a 
territory which takes in the Pa- 
cific Coast region west of the 
Rockies. Counting Fisher body, 
there are 2,300 employes and the 
plant is shooting at 100,000 units 
for '36. ‘The March schedule calls 
for 9,500, which is about the pace 
it has been following since the 
new models were announced in 
November. In January the count 
was 9,900, dropping to 8,400 in 
February, explained by the sea- 
sonal slow-down. The plants are 
running five days a week at the 
present time, with a daily out- 
put of 480. 


+ * + 


FORD HAS two plants on the 
west coast, one at Richmond and 
the other at Long Beach, near 
Los Angeles, Clarence Bull- 
winkel, branch manager at Rich- 
mond, took me through what I 
regard as one of the finest and 
best laid-out plants it has been 
my good fortune to inspect. Bull- 
winkel has to look after North- 
ern California, Southern Oregon 
and Western Nevada and to meet 
the needs of this territory the 
Richmond plant is working 1,650 
men who are building 1,500 units 
a week. Last year this plant 
turned out 62,000 and the way 
sales are running now it wouldn’t 


(Continued on Page 18, Col. 1) 
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High Priced Jobs 
Show Great Gains 
In 2nd Best Jan. 


By GERRY SCHURMAN 


DETROIT.—Complete reg- 
istration returns from R. L. 
Polk & Co. for January indi- 
cate that the new year got 


off to a flying start with a 
total of 215,782 units. This fig- 
ure was exceeded only once in 
the history of the industry—in 
January, 1929, when the first 
month’s sales totaled 219,760 
units. This year the January 
figure represented an increase of 
57.9 per cent over the 136,635 
units registered in January last 
year, and a decrease of 9.03 per 
cent from the 273,194 in Decem- 
ber, 1935. 

In addition to chalking up the 
second highest January on rec- 
ord, registrations for the month 
indicate clearly that the higher 
priced cars are out of the slump 
and the automobile buyer today 
is looking a little higher in the 
price brackets. 


Reports from many companies 
producing cars in the $1,000 class 
tell of buyers who are now turn- 
ing in 1929 models—their boom- 
time purchases—on new models. 
Perhaps more than anything else, 


(Continued on Page 20, Col. 1) 


MEWA Issues 
Open Letter to 
MEMA and NSPA 


CHICAGO.—Declaring that re- 
cent published statements with 
regard to its stand on the joint 
automotive service industries’ 
show “might have the effect of 
causing an erroneous opinion on 
the part of some” about its posi- 
tion, the Motor and Equipment 
Wholesalers’ Assn. in an “open 
letter” to the NSPA and MEMA 
states, in part: 

“You claim to be in complete 
sympathy with provisions in- 
tended to control the privilege of 
exhibiting and the extending of 
invitations as already agreed upon. 
It being understood that financial 
participation will be on the same 
basis as in 1935, there now remain 
only two points on which agree- 
ment has not. been reached, 
namely: 


“Number of closed and open 
days. Since this does not involve 
any principle vital to perform- 
ance of obligations to jobbers on 
the part of this association, the 
MEWA will agree to abide by 
majority vote of the combined 
memberships of the three associa- 
tions as to whether there shall be 


(Continued on Page 4, Col. 3) 














W. S. KNUDSEN, executive vice-president General Motors (right), 
just after he had spoken over a four-way radio hook-up to open the 
GM show of 1936 in the GM building, Detroit, being greeted by A. C. 
Tiedemann jr., local zone manager for Pontiac, and general chair- 
man of the Detroit show committee. 





Wages Up 32%, Says APEM; | 
Employment Gains 15.9% 


DETROIT.—Statistics just com- 
pleted on nine divisional groups 
of the automotive parts industry 
by APEM show that the 59 plants 
used in these compilations main- 
tained an average of 30,379 em- 
ployes for each four-week period 
during 1935, as against 26,219 for 
similar periods in 1934. This shows 
an increase in employment for 
these groups of 15.9 per cent. 

The total payroll for these 59 
plants during 1934 amounted to 
$32,657,000, and during 1935 the 





The Top Ten 


Passenger Cars 


First Ten in Registrations 
for All States in January 
as Reported in ADN Today. 
1936 1935 
Pos. Pos. 
1—62,999 Chev. 26,5449— 2 
2—50,744 Ford 46,306— 1 
3—29,922 Plym. 24,873— 3 
4—15,240 Dodge 8978— 4 
5—11,552 Olds. 4,453— 6 
6— 9,377 Pont. 5,864— 5 

8 

7 

9 

0 


Make 


7— 9,169 Buick 4,240— 
8— 6413 Huds.* 4,327— 
9— 3,943 Stude. 2,677— 
10— 3,666 Chrys. 1,924—1 
*Includes Terraplane. 

Total All Makes 


215,782 136,635 
See Total Registrations to Date, 1936- 
1935, pages 20 and 21, this issue. 


alti 











amount increased to $43,328,000, 
an increase of 32.7 per cent. 

Employment during 1935 was 16 
per cent greater than in 1934 for 
the carburetor manufacturing in- 
dustry. 

Production man hours for this 
group increased 20 per cent dur- 
ing the year and the average 
hourly rate increased more than 
four cents per hour. The average 
weekly earning per employe in- 
creased 11.5 per cent and the to- 
tal payroll for the year increased 
more than 28 per cent. 

The gasket manufacturing in- 
dustry showed an increase during 
the same period in production em- 
ployes of 17.4 per cent, with an 
increase in productive man hours 
of 18.1 per cent. The average hour- 


(Continued on Page 13, Col. 1) 


‘Rubber’ Glass 
Adds to Safety, 
Sponsors Say 


NEW YORK.—An important 
new contribution of science to 
motoring safety, the development 
of hi-test laminated safety glass 
which after being cracked will 
stretch and bend upon further 
impact has been announced by 
the Pittsburgh Plate Glass Co. 

Advancing to a far higher de- 
gree than ever before the tensile 

(Continued on Page 5, Col. 5) 
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OPRING SALES GAIN FELT | 


Newand UsedCars 


React Favorably 
As Mercury Rises 


Early March Buying To 
Equal All February, 


Dealers Assert 


By BILL CALLAHAN 
Managing Editor, ADN 


DETROIT. — March has 
come in like a lion in a sales 
way and there is general 
confidence among dealers 
that it will not go out like a 


lamb. From almost every sec- 
tion to report today by telegraph, 
sales during the first two weeks 
of March are expected to equal 
if not exceed the entire Febru- 
ary total. 


Stocks are still heavy but in 
most cases dealers report that 
they are not out of line in view 
of the anticipated demand during 
the next few months. One in- 
formant states that the prospects 
for both volume and profit dur- 
ing the next two months now 
stacks up as the opportunity 
dealers have been waiting for for 
the past six years. 


In some of the southwestern 
sections bootlegging of new cars 
and dumping of used cars again 
has reared its ugly head. This 
development, ADN informant 
states, is further aggravated by 
unbridled trading. 


Looking at the picture as a 
(Continued on Page 17, Col. 1) 


Franklin Plant 
Sold to Brandt; 
New Line Hinted 


SYRACUSE, N. Y. —A. J. 
Brandt, Inc., of Detroit, having 
exercised the option for the pur- 
chase of the Franklin automobile 
plant in Syracuse from Franklin 
Motors, Inc., announcement of 
plans for the utilization of the 
property, is awaited. Alfred R. 
Glancy of Bloomfield Hills, Mich., 
is associated with Brandt in the 
deal. 


It is said that tentative plans 
have been prepared for reopening 
the plant for large scale produc- 
tion of automobiles and trucks 
equipped with the Doman-Marks 
air-cooled engine, but Brandt re- 
fuses to discuss the program, say- 
ing that all information must 
come from his Syracuse attorney, 
Ben Wiles. Wiles, in turn, de- 
clares that he is not prepared to 
give out a statement at this time. 

The Franklin plant has been 
idle, except for minor activities, 
since April, 1934, when the H. H. 
Franklin Mfg. Co. went into 
bankruptcy. It was acquired by 
Franklin Motors, Inc., organized 
by Toledo interests, at a sale in 
bankruptcy proceedings. 


The plant has a ground area of 
(Continued on Page 2, Col. 3) 





NEW YORK. The February 


output of members of the Automo- | 


bile Manufacturers Assn. was 
placed at 218,270 units in the pre- 
liminary estimate released by the 
association. 

On the basis of this estimate, 
February production represented 
a decrease of 21 per cent under 
the preceding month and 1 per 
cent under February, 1935. 

The output for association | 


| cise 


| 


members for the first two months | 


of this year was 494,715 units, an 
increase of 17 per cent over the 
same period for the 
year. The report, which covers 


the operations of all but one of | 
the major producers of the motor | 
is | 


vehicles in the United States, 
summarized below— 
February 1936—218,270 
January 1936—276,445 
February 1935—220,162 
2 months 1936—494,715 
2 months 1935—424,177 


Borg-Warner to 
Sponsor New 


previous | 





Novelty Bike 


CHICAGO. Through R. C. 
Ingersoll, president, the Inger- | 
soll Steel & Disc Co., a division | 
of Borg-Warner Corp., this week | 
announced that quantity produc- 
tion has just been started on 
the company’s new Ingo-Bike. 

Tested out for popularity in 
Hollywood, this vehicle has 
“caught on,” and Ingersoll is con- | 
fident that travel via Ingo-Bike 
will fast supercede that by the 
conventional bicycles throughout 
the country. 

The Ingo-Bike, incidentally, is | 





the only complete vehicle manu- | 
factured by any of the Borg-| 
Warner subsidiaries. 

Instead of utilizing pedals, 
chains and gears, the riders op-| 
erate the vehicle by standing on 
a springboard, raising and low- 
ering the weight of the body) 
rhythmically, and pulling gently | 
on the handle bars. These mo-| 
tions in turn carry an eccentric 
rear wheel over dead center and 
propel the Ingo-Bike at speeds | 
up to 20 miles an hour. 

An aggressive dealer campaign | 
is being conducted by the com-| 
pany under the direction of W. 
G. Fisher, sales manager of the 
Ingo-Bike division. 

Officials of Ingersoll Steel &| 
Dise Co. vision this device as a} 





| since 


| Chrysler Corp. and chairman of 


| previous years was one of the 
| heaviest 
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AMA Feb. Production Estimated at 218,270 Units 


Represents Decrease of I 
| 


21 Per Cent Under Jan. 


national leader for use by mes-| 
senger boys and others as well 
as a valuable adjunct to exer- 
and health. Movie stars 


are taking up the 


craze, races are being held, and| 
the company’s executives further | 
point with pride that a trip via| 
| this mode of travel 
from Chicago to Miami, 
cently in 12 days. 


was made 
Fla., re- 


Chrysler Feb. 
Export Sales 
Best Since 1929 


DETROIT. — “Overseas ship- 
ments of Chrysler motor products 
for February of this year are 117.8 
per cent of overseas shipments 
for February, 1935, or the greatest 
1929,” said W. Ledyard 
Mitchell, vice-president of the 


the board of the export division. 


“This increase is especially note- | 
worthy inasmuch as February of | 


months of shipments 
since the new cars then reached | 





one of the highest points of their | 
world distribution for the year. | 

“With the introduction of the} 
new cars in November, 1935, in- | 
stead of the usual January, the | 
motor car season this year actu-| 
ally is two monhts ahead of last | 
year. Comparing February, 1936 | 
overseas shipments, then, with} 
the fourth month of new car} 
shipment in 1935, or April, the | 
fourth month of new car ship- | 
ments into the overseas mar-| 
ket, this year is 156.9 per cent of | 
the corresponding period last 


| year. 


“Of special interest is the in- 
crease of shipments of Chrys- 
ler motor products into the South | 
African and Australian market. | 
In both countries business is ex- | 
ceptionally good and the sale} 
of motor cars there is unusually 
brisk.” 


Riley Moved 


MILWAUKEE, Wis.—H. F. 
formerly regional used car 


Riley, | 
sales 


| manager for Chevrolet at Janesville, | 


has been named city sales manager | 
for Chevrolet dealers in Milwau- 
kee, succeeding J. L. Connell, who 
was promoted to zone manager at 
Des Moines, Ia. 








ALFRED LEROY, Los Angeles, legless and one-armed, has driven 


automobiles for 20 years without an accident. 


His latest is a Dodge 


coupe. Looking in on Leroy is Barney Oldfield, who taught Leroy to 


drive 20 years ago. 


| already produced 








Ingo-Bike | F- 


CHRIS SINSABAUGH, editor of Detroit’s Automotive Daily News, was feted in San Francisco by 


the Motor Car Dealers’ Assn. 
Club. 


Photo shows group of dealers and newspapermen at the St. Francis Yacht 
In the group, standing left to right, are: Don Hardy, Eaton McMillan, Tom Lynch, Bud Nelson, 


Jack Hornell, George Wahlgreen, Lou Gerard, Chris Sinsabaugh, Frank Lyman, Barney Oldfield, Ernest 


Ingold, Wm. Hughson, Leon J. Pinkson, Fred Pabst, C. N. Weaver and Lou Miller. 


In the front row 


are, left to right: Don Gilmore, president of the San Francisco Motor Car Dealers’ Assn., LeRoy Spencer, 


Al Waddell and J J. , Ww. Scott. 





C hevreles Ha as s Already M adie 
Over 530,000 1936 Units 


DETROIT.—Chevrolet has al- 


ready built more than 530,000 1936 
model cars and trucks. | 

This fact was revealed by M.| 
E. Coyle, president and general | 
manager of the Chevrolet Motor | 


| Co., during a radio talk Wednes- | 
| clared. 


day evening from the General Mo- 
tors auditorium, where the Gen- 
eral Motors Spring Show is being 
held this week. 

Coyle’s statement was made in 
| answer to the question of Duncan 


| Moore, radio interviewer, whether | 


the earlier announcement of 1936 
models had succeeded in leveling 


out employment to a greater de- | 
| president and general manager of 


gree than in previous years. 
“Using the case of Chevrolet as 
an example,” said Coyle, “we have 
over 530,000 
1936 cars and trucks. These were 
built during the winter months 


| when employment would normally 


have been low. 
“We have delivered cars to 
those financially able to make 


| their purchases during the winter 


months. We have supplied our 
dealers with adequate stocks of 
new cars in various models and 
| colors, so they are prepared to 
| make immediate delivery. During 
the spring months we shall build 


| sufficient cars to maintain deal- 





| ers’ stocks at proper levels. 


“Therefore, as originally plan- 
ned, this production and its con- 
sequent employment — formerly 
concentrated in the spring months 
—has been spread over the late 
fall and winter, with results high- 
ly beneficial to all labor connected 
with the automotive industry.” 

A major factor in Chevrolet’s 
achievement of high volume, Coyle 
said, has been the company’s vig- 
orous approach to the used car 
end of its business. Through the 
widespread and aggressive use of 


Franklin Plant 
Sold to Brandt; 
New Line Hinted 


(Continued from Page 1) 
13% acres. Net floor space con- 
tained in the main buildings to- 
tals 31 acres. Some of the ma- 
chinery has been sold_ since 
Franklin Motors, Inc., took pos- 
session. 

The purchase price named in 
the option just exercised by A. J. 
Brandt, Inc., has not been made 
public. 





newspaper advertising, and with 
the hearty dealer co-operation se- 
cured by these factory aids, Chev- 
rolet has effectively prevented 
any “used car problem” from aris- 
ing to hamper the free movement 
of new merchandise, Coyle de- 


| Chevrolet Makes Changes 


In Zone Sales Personnel 
DETROIT.—T. F. Brown, Chev- 
rolet zone manager at Des Moines, 
Iowa, has been appointed mana- 
ger of the St. Louis zone, it was 
announced by W. E. Holler, vice- 


the Chevrolet Motor Co. 


Brown succeeds C. E. O'Meara, 
who has assumed other duties 
with another division of Gen- 
eral Motors. The appointment was 
effective Mar. 1. Joining the 
Chevrolet organization as a dis- 
trict representative in the Flint 
region, in 1929, Brown served suc- 
cessively at Fort Wayne, Ind., 
and Detroit. He became assistant 
manager of the Chevrolet retail 
store here July 1, 1930, was named 
its manager on May 5, 1931, and 
received his promotion to the Des 
Moines zone managership Nov. 1, 
1933. 

Brown's post at Des Moines will 
be filled by J. L. Connell. He 
has served at Des Moines, Janes- 
ville and Milwaukee, his most re- 
cent position being city manager 
at the latter place. 





Declares Longer 
Payments Affect 
Finance Firms 


CHICAGO.—If the 24 months’ 
payment plan grows in popularity 
in the purchase of motor cars, in- 
stallment houses may as well be 
prepared to invest double the 
amount of capital they now re- 
quire for car deals. 

Writing on this subject in 
Time-Sales Financing, issued by 
the National Assn. of Sales Fi- 
nance Companies, Milan V. Ayres, 
secretary and analyst of the asso- 
ciation, states: 

“If the average life of install- 
ment contracts is to be doubled, 
finance companies to finance the 
same volume of sales will require 
nearly twice as much capital in- 
vested in installment paper, and 
if called upon to liquidate all or 
any part of their holdings, will 
need nearly twice as long a time 
for the process.” 

Ayres presents two charts, one 
showing accumulation and liqui- 
dation, the other the number of 
months required for liquidation. 
He points out that in his discus- 
sion he omits “any consideration 
of probable increases in delin- 
quency and lossess” through 
longer periods in which to pay. 


Ky. May Limit Trucks 


FRANKFORT, Ky.—Attorney gen- 
eral Vincent, in an opinion handed 
down Mar. 6, upheld the right of the 
state highway commission to pro- 
vide by notice for the limits in the 
weight and speed of trucks in cases 
of emergency. 


SEATED IN CONFERENCE, discussing spring advertising plans, 


are (left to right): C. W. 


Matheson, vice-president; 


F. R. Valpey, 


vice-president and general sales manager; Henry J. Koch, United 


States Advertising Corp., Graham advertising counsel; 


A. I. Philp, 


vice-president; Henry Harris, general sales manager Graham-Paige 
Motors of Canada, Ltd.; Lansing W. Thoms, director of districts. 





j> 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 14, 1936 


Walsh Work-Hour Bill Re-drafted in Committee 


\\ 


= 


No Dates for Hearing 


Have Yet Been Named 


WASHINGTON. — The Walsh 
bill to provide conditions for the 
purchase of supplies by the gov- 
ernment has been redrafted by a 
sub-committee of the House Com- 
mittee on the Judiciary. 

It provides that minimum wages 
and maximum hours shall 
written into all government pur- 
chase contracts under the admin- 
istrative direction of the Depart- 
ment of Labor. In fixing wage 
standards, the President is au- 
thorized to take into account, 


among other factors, wages paid | 


for work of like or comparable 
character by employers who vol- 
untarily maintain minimum fair- 
wage standards. 
Maximum Hours 

In establishing maximum hours 
he is authorized to consider the 
prevailing weekly total of hours 
for such class of services in 1934, 
the health and safety of employes, 
the amount of unemployment in 
the particular industries and the 
effect of excessive hours upon the 
quality of goods and services fur- 
nished to the United States. An 
overtime rate of not less than one 
and one-half times the basic hour- 
ly rate is authorized where the 
hourly standard is exceeded. 

No date for hearings on this re- 
draft has been announced yet. 

The Robinson-Utterback bill, 


providing that there shall be no | 

ae | first half of February this year, 
familiarly known as the Quantity | 
is on the Senate | 
calendar and is expected to pass | 
the Senate because of its advo-| 
| which cars of 29 other makes| 


discrimination in terms of sale, 


Discounts bill, 


cacy by the Senate leader. 

Congressman Utterback has in- 
troduced a redrafted measure in 
the House, where no further hear- 
ings have yet been set. 


passed the Duffy 
specifically ex- 


the Senate 
Copyright Bill, 


empting designs used by the au- 


tomotive industry. 


This measure, with two bills in- | 


| under way for a series of tests| 
|} into the hands of owners as were 


Mild Wiates 


Causes Jump 


In Pontiac Sales | 


PONTIAC, Mich. A week of | 


mild weather at the end of Feb- 


ruary started the wave of auto-| 


mobile buying which, it was pre- 
dicted, would follow the severe 
cold of the preceding month. 

Figures given out by Pontiac 
Motor Co. indicates that almost 
as many cars were delivered dur- 
ing the last nine days of February 
as in all of the rest of the month 
combined. In fact, in some im- 
portant areas like Chicago and 
surrounding territory, the last 
nine days’ sales exceeded those 
of the first 20 days. 

Total Pontiac retail deliveries 
in February were 8,515, of which 
3,809 were delivered in the last 
nine days. This last period fi- 
gure exceeds the same 10 day 
period of a year ago as well as 
the last 10-day period of Jan- 
uary. 

“The quickness with which re- 
tail sales came back as soon as 
there was a break in the weather 
bears out the contention that 
there would be no business lost 
due to the cold weather,” said 
C. P. Simpson, general sales 
manager. 

“It should be remembered that 
one year ago as in other years 
there was the added incentive of 
auto shows which had _ just 
closed or were in progress to ac- 
count for a healthy volume of 
sales in mid-winter. In the im- 
mediate future we expect sales 
to benefit from the General 
Motors shows of 1936 now in prog- 
ress in nearly 50 important cen- 
ters, and from the heavy news- 
paper advertising campaign which 
we launched Mar. 1 and which 
will continue weekly.” 


be | 





| prize award in the same event, 
At the last Session of Congress | P 








‘troduced by Congressman Siro-| 


vich, chairman, and a third pro- 
posed by Congressman Daly, 
which do not exempt the industry, 
are now the subject of hearings 
by the House Committee on Pat- 
ents. 
Senate Hearing 

The Senate Interstate 
merce Committee has held hear- 
ings on the Wheeler-Ray- 
burn bill designed to extend the 
power of the Federal Trade Com- 


mission in the field of unfair trade | 


practices and also giving the 
commission wide powers of 


vestigation. 


Graham Sales 
Rise Sharply 
On Pacific Coast 


DETROIT. —_Graham sales, par- 
ticularly in California, increased 
sharply during February as a re- 
sult of its showing in the recent 
Gilmore-Yosemite Economy Run, 
declares F. R. Valpey, vice-presi- 
dent and general sales manager. 

“Sales increases as high as 191 
per cent were recorded in south-~- 
ern California for the last half 
of February, compared with the 


| same period a year ago, with an 


increase of 60 per cent above the | 


Valpey asserts. 


Com- 


in- | 





The victory of the Graham 
Supercharger in capturing the 
sweepstakes championship, in| 


Gilmore- | 
cou- | 
first 


were entered; the 
Yosemite Economy classic, 
pled with the Crusader’s 


has unquestionably impressed the | 
buying public,” Valpey said. 

“We will continue to call the} 
attention of the motoring public 
to the economy factors inherent | 
in Grahams and plans are now 


which will continue through the} 
1936 selling season. ‘Cannonball’ | 


| Baker is even now nearing the| 
|completion of a winter safety- 


economy run which will add to} 
the evidence of Graham economy | 
under adverse driving and | 
weather conditions,” he concluded. 


| of 





Daytona’s 
Hell-Pit 


T the right are shown a 

series of pictures snapped 
at the new Daytona Beach 
course for stock car races. 
The top view shows the 
field of cars entering the 
bend after the track be- 
gan to get rough. Second 
view shows a car being 
wetted down in the sea, 
High tide forced the racers 
out after 240 miles of the 
3,000-mile race. Third and 
fourth views show some 
hard going through the 
ruts. A car with a blown 
cylinder gasket belches 
steam in the fifth view. The 
next view shows a goodly 
crowd was there at the 
home plate. At the bottom | 
the Lincoln- Zephyr bucks | 
the sand dunes, | 


Buick Belivertes , 
For Jan. and Feb. 
Best Since 1929 


FLINT. —Domestic retail deliv- 
eries of Buicks during the first 
two months of 1936 totaled 13,647 
units, the best for this period 
since 1929 and nearly double the 
sales of the corresponding period 


"| last year, W. F. Hufstader, gen- 
eral 


sales manager, has an- 
nounced. 

Sales during January totaled 
7,066 units, as against 3,870 in the 
first month of last year, while 
the February volume was 6,581 
cars, as compared with 3,747 in 


February a year ago. The total 


| for the two months this year com- 


pares with 7,617 in the first two 


| months of 1935, a gain of 6,030 | 


units, or 79.1 per cent. 

A marked upturn in sales was 
noted during the last nine days | 
February, when almost as| 
many new Buicks were delivered |}, 


delivered during the first 20 days | 
of the month, Hufstader said. He 


reported an improved condition in | § 


used car stocks, with sales of | 
used cars in February substan- 
tially exceeding those of the pre- 
ceding month. 


27 Sues Florida is a 
But Only Ten Finish 


DAYTONA BEACH, Fla.—Milt 
Marion, of St. Albans, Vt., driving 
a Ford roadster, Sunday won the 
240-mile stock car beach and road 
race at an average speed of 47.08 
miles per hour. 

The 10 place winners, except 
Collier, drove Fords. Collier’s car 
was a Willys 77 coupe. 

The low speed average was due 
entirely to the difficult nature of 
the three-point two-mile course, 
comprising one and _ one-half 
mile straightaways, connected by 
turns one-tenth of a mile long 
cut through the sand _ dunes. 
These turns, after a few miles 
running, acquired all the charac- | 
teristics of a combined sand pit 
and jumping ramp. The depth of 
the sand at these points necessi- 
tated use of the indirect and re- 
verse gear. 

Three power winches at each 
approach were kept busy extract- 
ing cars from the hub-deep gul- 
lies. Only 10 of the 27 starting 
cars were running at the finish. 


The predominating cause of 
elimination of the 17 cars was 
transmission failure. Next in or- 
der were bent tire rods, bent front 
axles, stripped wheel hub keys 
and burned-out clutches. One 
contestant with an extra tie rod 
made nine changes of this part 
during the race. Many of the cars 





| speed. 


finished with a considerable 
amount of front wheel negative 
camber. 

Bill Cummings, one of the fav- 
orites, was forced out with a 
blown cylinder-head gasket. Bob 
Sall and Doc McKenzie withdrew 
early in the race, due to trans- 
mission and engine trouble, re- 
spectively. 

The race was run as a handicap 
event. Handicapping was on the 
basis of the fastest qualifying 
The difference between 
this time and the time of the 
slowest car eligible to start being 
multiplied by the number of laps. 

Ninety per cent of the resulting 
figure was the final handicap. 
Bill Cummings, driving a super- 
charged Auburn speedster as 
scratch man, started more than 
30 minutes after the first car. 

No contestant was allowed to 
exceed his qualifying speed by 
more than three miles per hour. 

Originally scheduled for 250 
miles, 78 laps, the race was called | 
at 240 miles, due to high tide. Vet- 
eran race drivers pronounced the 
course the most punishing on cars 
in their memory. Favorable driver 
and public reaction indicate the 
probability of the race becoming |} 
an annual event. Closed and open 
cars competing were fully equip- 
ped, strictly stock, checked and 
certified by the AAA. 
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Dealers Are Awake to Trailer Possibilities 


Demand Manifested in 


Widely Separated Regions 


Interest in the camp trailer on 
the part of the public is increas- 
ing by leaps and bounds and one 

economic au- 
thority, Roger 
Babson, has pre- 
dicted that with- 
in the next 20 
years some half 
of our popula- 
tion will be liv- 
ing in this type 
of portable 
dwelling. 

What the mo- 
toring public will 
buy tomorrow is 
of paramount 
interest to auto- 
automobile deal- 

ers. Consequently ADN is going 
to considerable trouble to secure 
facts and figures about this in- 
fant industry for its readers. Be- 
cause the trailer business is in its 
infancy, these are difficult to 
secure. 

The reaction of dealers through- 
out the land to camp trailer pos- 
sibilities, however, is readily ob- 
tainable and for this reason the 
Inquiring Reporter chose for his 
questions this week the following 
queries: 

“Have you given any thought to 
the profit possibilities of the camp 
trailer as a sideline for dealers? 
Do you think there is a market 
for camp trailers in your terri- 
tory?” 

And these are the replies: 

J. Y. Anthony, Anthony Buick 
Co., Atlanta, Ga.: “There is un- 
questionably a growing demand 
for camp trailers though not suf- 
ficient for dealers to stock them 
at present. This demand will be 
for two types in future, the first 
a small two-wheeled chariot 
trailer to carry luggage, tent and 
camping equipment and second a 
moderate priced tourist trailer. 
Believe this business can best be 








developed through branch office | 
from which local dealers can sup- 
ply demand showing only one or 
two of each type on floor. Auto- | 
mobiles and trailers might also | 
be sold as a unit with trailer cost 
at not more than half the cash | 
price of the car, that is a car for 
$1,000 with trailer $500, total unit 
price $1,500.” 
* 
Al Duteau, Duteau Chevrolet 
Co., Lincoln, Neb.: “Just the other 
day we received our first order 
for a passenger car trailer and a 
number of inquiries have come in | 


* * 


| prospects as yet 
| given no 


| Have heard 


| torists. If sufficient demand de- 


already this year. However, we 
have not considered _ stocking 
camp trailers as yet, although we 
will take orders for same and 
have them shipped from the 
manufacturer. Appears this may 
become profitable sideline for au- 
tomobile dealers. In our case a 
tent and awning company located 
nearby has stocked of camp trail- 
ers with de luxe trailer displayed 
in window and we do not feel 
profits would justify taking on a 
stock with such close competi- 
tion. We are informed that Rose 
Mfg. Co. of Hastings, Neb., now 
has more orders for passenger 
car trailers than they can fill, and 
all indications point to good de- 
mand for such vehicles this year.” 
* * * 


W. A. Dailey, Dailey Motors, 
Pontiac, De Soto-Plymouth, Lin- 
coln, Neb.: “Have not considered 
taking on camp trailers as side 
line. We tried to sell them 15 or 
20 years ago with but indifferent 
success. However, there is pos- 
sibility that the apparent demand 
may develop to point where such 
a side line might prove profitable. 
Seem to be unusually large num- 
ber of such trailers around Ne- 
braska lately and I notice that 
state department of roads last 
year created a new “Z” or 
passenger car trailer division 
in the registration bureau with 
nearly 5,000 such vehicles regis- 
tered for the year.” 

ok * 

E. T. Wingo, Mowbray-Wingo 
Co., Dodge and Plymouth, Lin- 
coln, Neb.: “Have had numerous 


* 


| inquiries regarding trailers for 


passenger cars already this year 
and took order for one this week. 
Seems to be unusually great de- 
mand for these trailers and while 
we have not thought of stocking 
them we may do so if the de- 
mand continues to increase as it 
has so far in 1936. Only thing 
that might deter us from pushing 
camp trailers as side line would 
be objection of manufacturer of 


| cars we handle and I don’t see 


how they could object.” 
* * * 

C. Zucher, King Motors, Inc., | 
Hudson and Terraplane, Lincoln, 
Neb.: “No demand for camp trail- | 
ers evinced by our customers and 
and we have 
thought to handling 

in our business. 
indirectly, however, 
that passenger car trailers are 
becoming more popular with mo- 


such trailers 





|} that the camp trailer business is 


|}ment occupies three floors and 


LOS ANGELES newspapermen 


observe final gasoline check-up on 


the Graham Crusader in which “Cannonball” Baker (left) averaged 
27.30 miles per gallon for the 4,744-mile mid-winter cross-country 
economy trek from Boston. Left to right: L. C. Barnard, Illustrated 
Daily News; John H. C. Stingle, Los Angeles Examiner; W. J. Butler, 
official observer for the entire tour for ADN; R. J. Grewer, Los 
Angeles Times, and Herschel Blewett of the Evening Herald and 


Express. 








velops we might try camp trailers 
as side line.” 
* * 
K. K. Kenderdine, 
Buick-Pontiac Co., Buick and 
Pontiac, Chicago: “I haven't 
given much consideration to ad- 
ding camp trailers as a sideline, 
though I find more and more 
people enthusiastic over the idea 
of owning them. Most of the 
leading lines were displayed at 
the last Chicago automobile show, | 
and interest was great then, and 
has been since. It seems to me 


k 
Northwest 


a specialized one, requiring ex- 
hibits of 10 to 15 models in a 
showroom, and automobile deal- 
ers are not equipped to devote 
that much space, since their car 
models require nearly all avail- | 


able room.” 


* * * 


J. W. Ault, Robert C. Crist Co., 
Nash-Lafayette, Chicago: “We 
went into the camp trailer busi- | 
ness as a sideline about a year | 
ago, and since then have found 
it necessary to branch out by or- 
ganizing a separate company as 
Covered Wagon distributor for 
Illinois. This industry has sprung 
up fast, like a mushroom. Our 
present camp trailed establish- 


30,000 square feet of space. We 
are enthusiastic over the future.” 
+ * te 


W. E. Butler, Butler Motors, 


MEWA Issues 
Open Letter to 
MEMA and NSPA 


(Continued from Page 1) 
three days or two days closed to 
all except members. We will do 
this despite our opinion that job- 
bers who are supporting sponsor- 
ing organizations are entitled to 
at least three days in contact with 
manufacturers without interfer- 
ence from outsiders. 

“Committee representation. The 
principle of equal representation 
contended for by the MEWA is 
sound. You have endorsed it by 
agreeing that should you conduct 
a two-association joint show each 
of you will have an equal number 
of members on the show commit- 
tee. The MEWA only asks that 
you consent to apply the very 
principle that you have already 
agreed upon for a two-association 
show to a show sponsored by the 
three-association. If you will so 
agree and thereby accord this 


| is 


Inc., Hudson-Terraplane, Chicago: 
“We have reviewed the camp 
trailer possibilities thoroughly, 
but do not intend to go into this 
field. Camp trailer users gypsy 
about the country, and this brings 
up a financing problem. I think 
automobile and camp trailer deal- 
ers should be segregated, each 
handling their own type of busi- 
ness.” 
* 
V. E. Rosenberg, M. J. Lana- 
han, Inc., Dodge-Plymouth, Chi- 
cago: “Only one of our many 
buyers in the past year informed 
us that he planned to buy a camp 
trailer. I think automobile pur- 
chasers prefer to deal directly 
with camp trailer firms when in- 
terested in trailers. Our policy 
to turn them over to such 
companies. I think the demand is 
more outstanding in other parts | 
of the country than in Chicago. 
Then, too, there is the trade-in 
angle. For this and other reasons, 
the automobile dealer is handi- 
capped in adding camp trailers 
as a sideline.” 


* * 


Burwell Appointed 
SPARTANBURG, S. C.—Ernest 
Burwell, general manager of Ernest 
Burwell, Inc., Chevrolet dealers, has 
been appointed a member of the 
national activities council of the 
National Automobile Dealers’ Assn., 





St. Louis. 


Special Buick 
Demonstrates 
Safety Features 


DETROIT.—A lesson in auto- 
mobile safety engineering is the 
special Buick safety car on dis- 
play in the main lobby of the 
General Motors Building here. A 
feature of the GM spring show, 
this exhibit will be held over in 
the lobby of the building for the 
next two weeks. 

The car demonstrates 23 spe- 
cific safety factors built into Gen- 
eral Motors automobiles as the 
manufacturers’ contribution to 
highway safety. It is equipped 
with special automatic devices 
emphasizing features inherent in 
standard production and shows 
engineering in the body and 
chassis of primary consideration 
for the safety of the driver and 
its occupants. 

The car operates continuously 
in timed cycles. At the start, 
semaphore signs spring out from 
the body at 10-second intervals, 
showing in succession the vari- 
ous safety features. 

The body is elevated three feet 
above the chassis, giving spec- 
tators a clear view of the frame, 
engine and brake constructions. 
Here semaphores also flash into 
view. 


Benson Named 
To Executive 


Post at NADA 


ST. LOUIS.—Arnon N. Benson, 
executive secretary of the Minne- 
sota Automobile Dealers’ Assn. 
during the past 12 years, has re- 
signed that position to become 
affiliated with the National Auto- 
mobile Dealers’ Assn. in an execu- 
tive capacity, it was announced 
this week by Jack Frost, execu- 
tive vice-president. 

Benson brings to NADA the ex- 
perience of many years’ study of 
dealer problems. In his new ca- 
pacity, Benson will be in a posi- 
tion to aid in carrying out the 
new program developed by the 
national association. 


Ripley Heads New Firm 


SPRINGFIELD, O.—Forest Rip- 
ley, formerly of the Ripley-Grisso 
Auto Co., of this city, has taken 
over the entire organization under a 
new name, the Ripley Automobile 
Co., Ine. L. A. Schutte is service 
manager and Bob McCann used car 
manager. Howard Baker will be 
in charge of sales and Ripley will 
be president and general manager. 


GM SAFETY FEATURES are demonstrated by this special Buick 
which is part of the Spring Show in the Detroit GM building. The 
Buick will be retained on view for two weeks following the close of 
the regular show. 


association an equal voice and 
equal rights, then the _ three- 
association joint show is assured 
for 1936.” 


PLYMOUTH business coupe may be converted into a light delivery 
car in a few minutes by the attachment of this new pick-up con- 
version unit. The rear deck lid may be locked to the unit or detached 


to permit bulky loads. 











NEW YORK.—February sales 
of General Motors cars to dealers 
in the United States and Canada, 
together with shipments overseas, 
totaled 144,874, compared with 
121,146 in February a year ago. 
Sales in January were 158,572. 
Sales for the first two months of 
1936 totaled 303,446, compared 
with 219,414 for the same two 
months of 1935. 


Sales of General Motors cars to 
consumers in the United States 
totaled 96,134 in February, com- 
pared with 77,297 in February a 
year ago. Sales in January were 
102,034. Sales for the first two 
months of 1936 totaled 198,168, 
compared with 131,402 for the 
same two months of 1935. 

Sales of General Motors cars to 
dealers in the United States to- 
taled 116,762 in February, com- 
pared with 92,907 in February a 
year ago. Sales in January were 
131,134. Sales for the first two 
months of 1936 totaled 247,896, 
compared with 168,634 for the 
same two months of 1935. 


Below is a tabulation of Gen- 
eral Motors monthly sales for 
1933, 1934, 1935 and 1936 to date. 
The figures are segregated to 
show: (1) Total sales of General 
Motors cars to dealers in the 
United States and Canada, plus 
overseas shipments. (2) Sales of 
General Motors cars to consum- 
ers in the United States; and (3) 
sales of General Motors cars to 
dealers in the United States. 


Total Sales to Dealers in U. S. and 


1936 


January 
February 


Total two months........ 


September 
October 
November 
December 


oo a 


158,572 
144,874 


303, 446 
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General Motors February Sales Reach 144 874 
Gain 23,728 Units Above 


Sine Period Last Year 


Ethyl conduc 
Oil Courses in 


Many Colleges 


NEW YORK.—More than 500 
scientific demonstrations were 
conducted in the schools and col- 
leges of the United States and 
Canada last year by representa- 
tives of the Ethyl Gasoline Corp. 
In California, 107 lectures were 
attended by 13,144 students. Sev- 
enty -five demonstrations were 
given in the Chicago area. Wis- 
consin reports a total of 61; 
Southern Illinois, 39; and North 
Carolina, 30. 

The emphasis of school author- 
ities on industrial science is a 
new trend in education, it is 
pointed out. The student’s inter- 
est in scientific studies is aroused 
by showing the application of 
theoretical knowledge to the fa- 
miliar objects of everyday life. 

Graduate and undergraduate 
students in chemistry, physics, 
engineering, automotive and avi- 
ation engineering were initiated 
into the chemistry of petroleum 


and gasoline as well as the use| 


of gasoline in the internal com- 
bustion engine during demonstra- 
tions at the educational institu- 
tions. 


Canada Plus Overseas Shipments 


1935 


98,268 
121,146 


1934 


62,506 
100,848 


1933 


82,117 
59,614 
219,414 163,354 141,731 
58,018 
86,967 
98,205 
113,701 
106,918 


153,250 
153,954 
132,837 
146 881 
134,324 
109,278 
71,888 
72.050 
61,037 
41,594 


169,302 
184,059 
134,597 
181,188 
167,790 
124,680 

39,152 
127,054 
182,754 
185,698 


81,148 
53,054 
10,384 
21,295 


1,240,447 869,035 


Sales to Consumers in United States 


1936 


102,034 
96,134 


January 
February 


Total two months 


September 
October 
November 
December 


198,168 


1933 
50,653 
42,280 


1935 


54,105 
77,297 


1934 


23,438 
58,911 


82,349 


131, 402 


126,691 
143,909 
109,051 
137,782 
108,645 
127,346 

66,547 

68,566 
136,859 
122,198 


98,174 
106,349 
95,253 
112,847 
101,243 
86,258 
71,648 
69,090 
62,752 
41,530 


47,436 
71,599 
85,969 
101,827 
87,298 
86,372 
71,458 


35,417 
11,951 


1,278,996 927,493 


Sales to Dealers in United States 


1936 


January 
February 


Total two months........ 247,396 


September 
October 
November 
December 


131,134 
116,762 


1933 
72,274 
50,212 


122,486 


1935 1934 


75,727 46,190 
92,907 82,222 


168,634 128, 4 12 2 


119,858 
121,964 
103,844 
118,789 
107,554 
87,429 
53,738 
50,514 
39,048 
28,344 


132,622 
152,946 
105,159 
150,863 
139,021 
103,098 

22,986 

97,746 
147,849 
150,010 


1,370,934 


45,098 
74,242 
85,980 
99,956 
92,546 
84,504 
67,733 
41,982 


11,191 


959,494 729, 201 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick, LaSalle and 
Cadillac passenger and commercial cars are included in the above 


figures. 


97,614 | 


92,933 | 


63,518 | 


155,778 | 


5,483 | 





J. G. CLARKE, Graham Louisville district manager; F. R. Valpey, 
vice-president and general sales manager, and Lansing W. Thoms, 
director of district, listen while D. N. Larson, western sales manager, 
tells of the rise in Graham west coast sales. 


Dodge Foundry Air-Cleaned 


By Costly 


DETROIT.—A new air-cleaning 
system, which handles 750,000 
cubic feet of air per minute, has 
been put to work in the Dodge 
foundries. 

The installation is said to have 
cost over a quarter million dol- 
lars; it is described as the most 
modern plant of its type. 

In its layout, the air-cleaning 
plant includes a series of booths, 
hoods, enclosures and openings 
placed where excessive dust or 
smoke are produced in foundry 
operations. 

These openings connect with 


| sheet metal ducts leading to col- 


lectors and separators. Here the 
air is passed through water which 
picks up the dust and conveys 
it to a pumping system. 

The final destination of the 
dust-carrying water is a battery 
of de-watering machines by which 
the solids are separated from the 





Don Ahrens Addresses 


Ace Cadillac Salesmen 
CHICAGO.—With Don Ahrens, 
general sales manager of the 
Cadillac Motor Car Co., as the 
chief speaker, leading salesmen in 
the 1935 Cadillac-LaSalle sales 
contest conducted by the Chicago 
branch received prizes emblematic 
of victory this week at a dinner 
meeting in the Chicago Athletic 
Assn. 

Based on total volume for the 
year, the winners were J. C. 
Overholt and H. E. Hartman, of 
the Evanston branch; E. R. 
Ehrenberg, of the Michigan ave- 
nue branch, and H. T. Wells, of 
the Broadway branch. Victor C. 
P. Dreiske, Chicago branch man- 
ager, awarded the prizes. Charles 
R. Moell, Emil Nimtz, John Kunin 
and Paul Medlik were also hon- 
ored for 20 years’ continuous | 
service. ! 





Installation 


liquid. The water is returned to 
circulation in the air-cleansing 
system while the solids, in the 
form of heavy paste, are dumped 
into railroad cars for removal 
from the premises. 

In withdrawing the air for 
washing, 52 powerful suction fans 
are used, requiring 1,200 horse- 
power for their operation. 

The remarkable efficiency 
claimed for the new Dodge air- 
cleaning system is said to be due 
principally to the fact that dirt 
and dust, once removed from the 
foundry, are isolated so _ thor- 
oughly that they do not enter 
the air again. 


MeKinnon Industries 


Names W. A. Wecker 


ST. CATHERINES, Ont.—W. A. 
Wecker has been appointed vice- 
president and general manager of 

the McKinnon 
Industries, 
a unit of Gen- 
eral Motors. 

He succeeds 
Harry J. Carmi- 
chael, who is 
now vice-presi- 
dent and gen- 
eral manager of 
General Motors 
of Canada, Ltd., 

W. A. Wesker at Oshawa, Ont. 


Sells ‘eistins 


VANCOUVER, B. C.—Setting 
new high mark Thomas Plimley, Ltd., 
1010 Yates street, Victoria, B. C. 
recently received 43 British built 
Austin cars in a single consign- 
ment. Practically all the cars were 
sold long before their arrival, and 
the stock has now been cleared. The 
Plimley organization has a com- 
plete Austin sales and service de- 
partment, and carries a complete 
stock of Austin parts. 


a 


GRAHAM ENGINEERS explain Graham economy at the district 
sales meeting held in Detroit this week. Here are Geo. R. Morris, Los 
Angeles district manager; C. W. Stempson, export department; R. A. 
Green, Boston district manager; G. V. H. Cairns, New York district 
manager; learning secrets from F. F. Kishline, chief engineer, and 
E. R. Harrell, vice-president in charge of engineering and production. 


Hudson Sales 
In Early March 
Shatter Records 


DETROIT.—Sales of Hudsons 
and Terraplanes for the first 
week in March broke all records 
for the corresponding week since 
1930. This is the second sales 
mark of six-years’ standing that 
Hudson has shattered in the past 
two weeks, as February sales 
were also ahead of any Febru- 
ary since 1930. W. R. Tracy, 
vice-president in charge of sales, 
states that in accordance with 
his prediction made in mid- 
winter, the spring selling season 
has arrived earlier than for sev- 
eral years. 

“The automotive industry is in 
for what may be its greatest 
spring selling season for all 
time,” states Tracy. “The stage 
is set for a tremendous sale of 
new cars, even the hard winter 
contributing to this situation by 
the creation of a pent-up sales 
demand that is only waiting for 
favorable weather to be released. 

“Our retail sales of Hudsons 
and Terraplanes in the United 
States for the first week in 
March totaled 1,738 cars, which 
exceeds the previous week by 17 
per cent and the same week of 
1935 by 22 per cent. Although 
snow still covers a large part of 
the best selling territories in the 
country, from an _ automobile 
standpoint, we have to go back 
to 1930 to find a year in which 
the first week in March pro- 
duced such a volume.” 


Olds to Leunch 
3rd Safety Drive 
On April First 


DETROIT.—On Apr. 1, Oldsmo- 
bile launches its third “Points 
of Safety Inspection Drive” to 
further enlist the interest of 
Oldsmobile owners in driving cars 
that are mechanically safe. The 
safety drive will continue all 
through April and May, and 
safety inspection service will be 
carried out in the service depart- 
ments of more than 3,500 Olds- 
mobile dealers. Safety inspec- 
tions will not be limited to Olds- 
mobile owners, but will also be 
accorded owners of all other 
makes of cars who are sincerely 
interested in the cause of safer 
driving. 

“Tt is our hope,” states J. J. 
Dobbs, Olds general service man- 
ager, “that at least 300,000 car 
owners will avail themselves of 
our dealers’ safety inspection 
during the two months. And we 
have good reason to believe that 
we will attain this total, Last 
fall, more than 60,000 Oldsmobile 
owners alone participated in Olds- 
mobile’s second safety drive.” 


‘Rubber’ Glass 
Adds to Safety, 
Sponsors Say 


(Continued from Page 1) 
strength of safety glass, and 
adding elasticity as well, the new 
product is a joint development 
between the Carbide and Carbon 
Chemicals Corp. research depart- 
ment at Mellon Institute, Pitts- 
burgh, and the Pittsburgh Plate 
Glass Co.’s Duplate research lab- 
oratory at Creighton, Pa., after 
more than six years of research 
and experiment. 


The secret of the hi-test safety 
glass lies in the development of 
Vinal, a new plastic with rubber- 
like stretching qualities and ex- 
tremely high tensile strength. 
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10 TH. YEAR 
RACAL, 


SATURDAY, MARCH 14, 1936 


Bringing the Olive Branch 


FLOATING around on a flood of new car sales, which 
followed the announcement of new models last fall, 
Some mariners in our industry began to feel that, perhaps, 
that flood had submerged the spring’s selling season. Like 
old man Noah in his ark these men at the helm have been 
awaiting the return of the dove with an olive branch to 
prove that land still exists. 
What was needed was a break in the weather so the 
dove could get through. The dove returneth and reports 
of sales upturn during the past few weeks seem to indicate 
clearly that a whole continent of spring sales looms just 
ahead. There are some who say that the outlook for the 
next two or three months is the most encouraging the in- 
dustry has faced during the past six years. 
Now is the time to train your forces so they will be able 
to get their share when the spring demand is reached. 


Neglecting the Nomads 


ESTERDAY’S fad, if it has value, becomes today’s 
necessity. This proved true of the automobile, radio, 
telephone, and many of the devices and conveniences 
which only a few years ago were passing through their 
fad stage into the stage of accepted fixtures. 
Today we are witnessing much the same thing in the 
“Camp trailer” is largely a mis- 
nomer when applied to the traveling hostelries of today. 
These compact, neatly arranged (if abbreviated) bunga- 
lows, are so fully equipped and comfortably outfitted that 
they possess a remarkable degree of sales appeal. 
Recently, the camp trailer has shaken off the shackles 
of fadishness, and the manufacturers have standardized 
production methods to a point where inviting prices are 
now possible on a deferred payment basis. 
Fundamentally, the camp trailer is an automotive item. 
To us it would seem that the automobile dealer is the logi- 
cal outlet. We do not urge dealers to enter this new field, 
but we do think it is worth investigating. Perhaps we 
are missing a new opportunity by neglecting the nomads. 


case of camp trailers. 


New York’s Safety Sanity 


A COMPLETE revision of the New York traffic code to 
lift it out of the “horse and buggy” stage and make it 
apply to the present day automobile is now in the works. 
Among the changes contemplated are lifting the speed 
limits on both commercial vehicles and passenger cars. 
The reason given is that if the present laws were enforced 
traffic in the city would be stagnated. Higher limits 
would make enforcement possible. 
This move, we believe, is in line with good sense. The 
present day car, bus or truck is capable of safe operation 
at much higher speeds than prescribed by law in New 
York City in the past. The average flow of traffic in that 
city has been at a speed well above the legal maximum for 


years. 


industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 


The result has been that policemen, exercising 


good judgment, have condoned speeds that the law itself 
prohibited. This set each driver up, more or less, as a 
judge of his own action, but constantly subject to arrest 
for an act which at most times would go unheeded. 

_We have steadfastly maintained that a complete re- 
vision of traffic laws to make them fit more nearly the 
present day car, the adoption of a nationwide uniform 
traffic code and strict enforcement of the amended rules 
of the road would bring greater safety. 


By the Publisher 


“The wheel of fortune 
spins; ‘round and 
’round she goes and 
where she stops no- 
body knows;” chants Major Bowes 
at the opening of each Sunday 
evening hour. In the automotive 
industry this year there are those 
who seem to feel that this year’s 
sales are quite as dependent on 
the fickle dame. Nothing could 
be further from the truth and if 
you are willing to take a pad of 
paper and a sharp pencil you can 
soon convince yourself that bar- 
ring some unforeseen act of God, 
this year, 1936, is going to set up 
both production and sales records 
which will make even 1929 look to 
its laurels. * * * 

FEBRUARY STOLE the old 
adage from March of “coming in 
like a lion and going out like a 
lamb!” because with bad weather 
in practically every section from 
coast to coast during the first two 
ten-day periods everything 
seemed to hit the toboggan. But 
with a return to normal weather, 
in fact, unseasonably warm 
weather, during the final ten-day 
period, up went sales in every 
line of cars, and even trucks 
showed signs of life. It was no- 
ticeable that the croaking of the 
pessimists subsided and the lob- 
bies of the DAC and Recess clubs 
took on their gay mood again. 

* oe a 


"ROUND 
AND 
"ROUND 


AT KENOSHA, yesterday, Has- 
kell Bliss told me that there was 
an onrush of orders when the 
weather-jam broke that sent their 
receipts for last Monday to a new 
high. In Chicago, where Stude- 
baker is carrying on an intensive 
newspaper campaign, sales which 
started out early in the month so 
badly that it appeared hopeless 
ended up the month with a rush 
that sent them well over the top. 
From one of their admen I 
learned the interesting yarn that 
one of the big ads appeared in 
the “Tribune” on a morning when 
it was 19 below and a blizzard 
whipping up Michigan Blvd. that 
kept most folks hugging their 
radiators. In the face of this 
several came into the show rooms 
mostly via bus and one man ad- 
mitted that he had succumbed to 
the ad and come down the bus 
route when he gave up in disgust 
trying to start the old crate. 

* * * 

WHEN I WAS in Sarasota 
early last month I mentioned the 
fact in this highly instructive 
column which cleaves the 
weighty editorials of M. Callahan 
on the left, and the opinions of 
our readers on the right; well, 
anyway, I mentioned the fact that 
there was a trailer show and 
users convention just opening in 
that city and opined that appar- 
ently right under the noses of we 
who think we keep abreast of the 
automotive industry had grown 
up a lusty youngster who was be- 
ginning to cry for some attention. 
I mentioned casually that driving 
to or from Florida one gained the 
impression that every third or 
fourth car en route seemed to be 
dragging a “parlor-bedroom-and- 
bath” right along and I suggested 
that inasmuch as the home-made 
trailer was rapidly becoming as 
passee as the cat’s whisker radio 
sets we used to build, here was a 
genuine opportunity for the auto- 
mobile dealer. For some reason 
that idea seems to have clicked 
in a big way and even our editors 
have caught on, so you can look 
for the news of what is going on 
in this fast-moving new profit 
possibility to ADN. 

* * * 

MUCH AS WE miss the mass- 
ive frame of our illustrious editor 
here in the New Center Building, 
we have advised him to stay out 
there where men are men until 
he has imbibed the last drop of 
western hospitality and toasted 
the last old-timer. All in favor 
say Aye! The Ayes have it! 

—G.MS. 
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The Dove Returneth 


in This 


Corner 


The views expressed in this column are those of our readers 
Readers 


and do not 


necessarily coincide with those of the editors. 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Trailers 


In the Feb. 29, 1936, issue of the 
Automotive Daily News, on page 
10, I find an article entitled “Camp 
Trailers Offer New Profit Possibili- 
ties,” written by Mr. E. M. Lu- 
beck. The author mentions the fact 
that there are 273 manufacturers 
of trailers in the United States. 
Would it be possible for us, as 
subscribers and as advertisers in 
your paper, to be given such a 
list of names for sales purposes? 

We would be particularly in- 
terested in a list of the 73 names 
mentioned as being in Michigan.— 
Binks Mfg. Co., Chicago, A. W. 
Christenson. 


More Trailers 


I am writing you in regard to 
article on page 10 in your Feb. 29, 
1936 issue by E. M. Lubeck about 
Camp Trailers. I would like to 
know if I could get some informa- 
tion about House Trailers as I 
might be interested in selling some 
of them and also would buy one 
myself so I would appreciate if 
you would pass the information on 
to some of these dealers as there 
should be a good market for Camp 
Trailers in this country—Bill F. 
Newport, Buzzard Chevrolet Co., 
Skiatook, Okla. 


Still More 


If possible, may we have a list 
of manufacturers of trailers coaches, 
particularly in Pennsylvania and 
New York. In a recent article you 
stated there were 11 companies in 
New York State—R. N. Harper, 
Harper and Russell, Cadillac, La 
Salle, Oldsmobile, Norristown, Pa. 

Complete listings of trailer 
manufacturers are now being com- 
piled and will soon be available— 
The Editor. 


Wants Old ATJs 


Because Chris Sinsabaugh is the 
dean of automotive editors, we come 
to you for information and because 
through his comments, which we 
have followed for years, we feel 
that he has an unusual memory for 
things long since passed. 

We are endeavoring to secure a 
complete file of the Automotive 


Trade Journal and its predecessors. 
We have a complete set of issues 
dated from January, 1923, to date. 
However, we have been able to find 
no trace of a source through which 
we might secure issues dating from 
1912 to 1922 inclusive. We have a 
rather haphazard file of these pub- 
lications dating from 1905 to 1911, 
covering a few dozen issues. How- 
ever, there are intermittent skips 
between months and at present the 
file is far from complete. 

Through your editor’s long asso- 
ciation with this industry, we feel 
that if there are any _ sources 
through which we might obtain the 
copies desired in order to complete 
our files, he, of all persons, would 
be aware of those sources. 

We should appreciate your giving 
long thought to this, and the slight- 
est bit of information you might 
furnish would be very much ap- 
preciated.—E. W. H. Williams, Auto- 
mere Service Bureau, Baltimore, 


Coming Events 


MARCH 
8-15—Vienna, Austria. Auto Show. 
10-19—Utrecht, Holland. Auto Show. 
Mar.-Apr.—Budapest, Hungary. Auto Show. 
20-29—Geneva, Switzerland. Auto Show. 


APRIL 
4-18—Chicago. Illinois Automotive Parts Assn. 
Maintenance Show. Navy Pier. 
16—Lisbon, Portugal. Auto Show. 
15-16—Milwaukee. SAE Tractor and Industrial 
Power Meeting. 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. 8S. Chamber of Com- 
merce Annual Meeting. 


MAY 
May —Paris, France. Foire de Paris. 
May —Oslo, Norway. Auto Show. 
2-ti—Zagreb, Yugoslavia. Auto Show. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 

30-June 14—Katowicz, Poland. Auto Show. 

31-June 6—White Sulphur Springs, W. Va. 

SAE Summer Meeting. 
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Symbol of Money to be Made! 


ERE you see an emblem which is proudly 

displayed on showroom walls and win- 
dows and over the service station entrances 
of successful dealerships all over the country 
... It is a sign of profitable business being 
built on a permanent basis. It is a symbol 
of money being i:nade and of money to be 
made ... This emblem is such a sign and 
symbol primarily because it is the exclu- 
sive mark of Oldsmobile cars. Every day 


and every season, now, sees new hundreds 
and thousands of these quality cars in the 
service of a large and loyal owner family — 
a market that is constantly expanding 

To the Oldsmobile dealer, this symbol also 
signifies friendly relations between dealer 
and factory, helpful and aggressive factory 
support in all phases of their operations and 
a Franchise that is notable for soundness 
and fairness and profit-making possibilities. 


OLDSMOBILE 
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F inds Well Managed Brake Service Brings Profits 


Tilden Satisfies Customers 


And Keeps Them Satistied 


By HERBERT CHASE, M. E. 


NEW YORK.—Some pessimists will tell you there is 
little or no money to be made in brake service these days. 
But there are those with level heads, good business judg- 
ment and a wealth of experience who claim the opposite 
and have the facts to prove it. Sydney G. Tilden, president 


and proprietor of S. G. Tilden, Inc., 


is among the latter, 


and he has good reason to know whereof he speaks. There 
is, in fact, nobody with more experience in this matter. 


He knows, of course, that there @—— 


have been uncounted flops among 
brake service stations and that 
some of those which once went 
over big are now counted out. But 
Tilden is still doing business at 
his old and original stand, the 
first of its kind, he believes, in 
greater New York and among 


the first in the country devoted 
primarily to brake service. In ad- 
dition, Syd has today six other 
brake service stations in or near 
metropolitan New York, and 
every one of them is making 
money. 

To be sure, some of them do 








Jack Bradley, known to 
thousands of dealers as one 
of the Industry’s most suc- 
cessful Used Car Merchan- 
disers . . . Now at your 
service. 


JACK BRADLEY 


inaugurates 


NATIONAL 


USED CAR 


SERVICE 


DEALERS—Finance Companies 


-Factory Sales 


Promotion and Advertising Departments 


Automobile Trade 


Associations — can 


now call dpon result of 17 years’ ex- 
perience in profitably moving 


USED 


@ Are you satisfied with your new car sales? 
car stocks tying up your capital? 


CARS 


Are used 
How would you like to 


sell more NEW cars and reduce your losses on Used Cars? 


@ 17 years experience on the firing line with both New 
and Used Car salesmen is now at your service in a form 
that has produced proved results in practically every large 


city in America . 


Jack Bradley, after an outstanding 


record with three of the largest automobile manufacturers, 
has now inaugurated a Used Car Service under his per- 


sonal direction. 

group of dealers. 
@ No books, 
offered. 


no printed 


“plans,” 
We place a merchandising specialist in your 


This service is available to any dealer or 


no auction sales are 


organization to work with you on the spot WITHOUT 
ONE CENT OF EXPENSE TO YOU. Our man trains 


and directs your organization and sets up a definite Used 


Car procedure. 


We pay all advertising costs during the 


term of the contract, using only tested copy and merchan- 
dising plans that have proved outstandingly successful. 


@ Tell us how many Used Cars you have on hand. Our 
plan will sell them for you at market price, whether you 
have 50 or 500. Under present conditions we can only 


handle a limited number of requests. 


today. 


Write, or Wire us 


Cass Building 
FORT AND FIRST STS. 
DETROIT, MICHIGAN 





not rely entirely upon brake serv- 
ice for their profits, but this is 
much the largest end of the busi- 
ness. Two are operated as part 
of Standard Oil Co. of New Jer- 
sey service stations, but entirely 
under Tilden’s management and 
do no lubrication, as such work 
is done by Standard Oil of New 
Jersey under the same roof. Two 
others do wheel alignment work, 
including axle straightening, of 
course, and some do clutch serv- 
ice, including adjustmert and re- 
lining. Work in one line often 
results, quite naturally, in work 











in another, and, as the invest- 
ment in equipment is not espe- 
cially heavy—though that used is 
top-notch—and other overhead is 
kept at a minimum consistent 
with good work, profits accumu- 
late from each line. 
Insists on Good Job 

First on the list of factors in 
Tilden’s success is his insistance 
on doing a first-class job. This in- 
volves employing only experi- 
enced mechanics who know what 
to look for and how to do the 
job right. It requires a good 
knowledge of the eccentricities of 
different cars and different mod- 
els. Besides doing a good job, Syd 
aims to prove it, so far as he can, 
not only at the time it is done 
but by following up the customer 
later to make sure that he is sat- 
isfied. He also gives a written 
guarantee of 15,000 miles or 15 
months of service on heavy duty 
relined brakes, or 8,000 miles or 
eight months on standard relin- 
ing, and is certain to make it 
good should trouble arise. 

To prove, so far as feasible, 
that a good job is being done 
while it is in progress, well-de- 
signed and well-kept equipment 
with self-indicating features is 
used. All of the Tilden shops have 
Cawdrey-Bendix or some other 
brake testing stands and most of 
these are equipped not only with 
torque indicators at each wheel, 
but with a set of four indicators 
which the owner can see as he 
sits in the car. 

Besides the brake testers, all 
other equipment is kept and used 
in such locations that the inter- 


Seattle City Council 


Studies Car Problems 
SEATTLE. — The city council 
will soon consider the periodic in- 
spection ordinance, based on the 
Memphis plan, for final passage, 
with the outlook favorable. 

Dealers plan to soon introduce 
an ordinance in conjunction with 
the Used Car Dealers Assn. simi- 
lar to the one in effect in San 
Francisco and Los Angeles, re- 
quiring any person desiring to sell 
used automobiles in Seattle to 
have an established place of busi- 
ness and to secure a bond in a 
reasonable amount, probably 
$1,000, to guarantee the customer 
against fraud, etc. This ordinance 
is aimed at fly-by-nights and 
curbstoners. 

The Seattle council is also con- 
sidering installation of Park-O- 
Meters, with Traffic Engineer 
Bollong having put his stamp of 
approval on the device. 


Eliminates Oil Changes, 


Is Claim for New Device 

DETROIT. — Oil changing will 
be completely eliminated, it is 
claimed, through the use of an 
oil filter and conditioner soon to 
be introduced by the Handy Gov- 
ernor Corp., of this city. 

The device will be suitable for 
privately owned cars as well as 
trucks, buses and taxicabs, de- 
clares Arthur A. Bull, president 
of the Handy corporation. 

“At the end of a thousand miles 
of operation with this device, oil 
is of the same quality as when it 
was put into the crankcase,” 
claims Bull. “Our tests have 
shown no deterioration in the oil 
after 10,000 miles of operation 
with motors equipped with the 
new filter.” 

Complete details of the device 
will soon be available, Bull said. 











THERE’S PROFIT IN BRAKES for S. G. Tilden, Inc., New York. 
Syd Tilden, president, believes in giving the customer first-class serv- 


ice and a full guarantee on all the 


work he does. Increased profits and 


large volume have amply rewarded him. Tilden believes in handling 
only one well-known, first grade brake lining—in this case Raybestos 


—and bringing all his work in full 


view of interested customers. Here 
job. 





a customer is watching a relining 


ested customer can see it func- 
tion. This gives him an idea of 
the character and extent of the 
work involved and helps to give 
him confidence, as he can see for 


Sydney G. Tilden 


himself what care is exercised. 
Women customers and others 
who may not be interested in the 


operations of the shop are pro-| 


vided with a clean and comfort- 
able waiting room, where they 
can remain, if they desire, while 
the work is in progress. 


Receives Guarantee 
After the customer has had his 


car with relined brakes in serv- 
ice for a week, he receives his 
written guarantee or “bond” and 
a request that he bring his car 
back for a free adjustment of 
the brakes within a month, but 
after the linings have worn to a 
seat. He also receives a reply 
postcard asking him whether he 
is satisfied with the service, and, 
if not, what complaints or de- 
fects need attention. Fully 98 
per cent of the replies indicate 
complete satisfaction. The re- 
remainder are immediately fol- 
lowed up. 


Tilden believes in advertising, 
and uses nearly all kinds. His 
first shop had its few pieces of 
equipment in the front window, 
where the relining operation was 
featured. This always attracted 
passersby and helped toward get- 
ting the business established. 


As newspaper advertising in 
metropolitan dailies is rather ex- 
pensive, it has not been used ex- 
tensively, but limited use has 
helped to establish “Tilden for 
Brakes.” Direct mail is used quite 
often and especially in off sea- 
sons when business is normally a 
bit slack. In summer, when mil- 
lions throng the beaches around 
New York, an airplane towing the 


(Continued on Page 10, Col. 1) 





MORE PROFITABLE SERVICE with 


URTIS 


Complete Accessibility 
Handle All Cars 
Drop-Away Wheel Guides 


CURTIS 


CURTIS PNEUMATI 
1993 Kienlen Avenue 
NEW YORK CHICA 


LIFTS 


Baker-Miller, Inc, 
Ford Dealer 
Fort Wayne, Ind. 


Self-Leveling Platform 
4-Ton Capacity 
Oil Locked 


AIR COMPRESSORS—CAR 
WASHERS—ROTATING LIFTS 


C MACHINERY CO. 
ST. LOUIS, MO. 
GO SAN FRANCISCO 
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To KEEP DEALERS IN 
BUSINESS and BUDGETS 
IN LINE! 


HE problem of selling new and used cars this year boils 
down to a problem of finding individual prospects for 
single units. 

Without aid from any other media, newspapers annually 
sell billions of dollars’ worth of merchandise in single units 
to individual buyers. 

In the Chicago market the Chicago Tribune can give your 
dealers the kind of localized advertising pressure which will 
move their stocks of new and used cars swiftly and at eco- 
nomical cost. 

At one of the lowest rates per 100,000 circulation in the 
publishing field, the Tribune delivers to the motor car man- 
ufacturer not only the cream of the automotive market, but 
the entire Chicago market for new and used cars as well. 

By concentrating in the Chicago Tribune you can main- 
tain continuous advertising and do it on a cost basis which 


will keep dealers in business and advertising budgets in line. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 


NEWSPAPER ADVERTISING IS POINT-OF-SHOPPING ADVERTISING 
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Finds Well Managed Brake Service Brings Profits 


Tilden Satisfies Customers 


And Keeps Them Satisfied 


(C ontinued from 


sign, “Tilden for Brakes,” is often | 
used with good results. Radio| 
has been employed, but has| 
proved rather expensive on big | 
stations and ineffective on local | 
ones. 


Low-cost brake adjustments, | 
now offered for $1, have been fea- 
tured for some time and have 
proved an excellent come-on for | 
brake relining work, as it is nat- 
urally found that many customers 
who want only an adjustment 
should really have a relining job 
done. During the depression, 
some cannot afford relining, even 
when badly needed, but, although 
there is not much profit in ad- 
justing at $1, it does not involve 


| slack times, helps to pay over- 





a loss. 
Offers Special Prices 


Another come-on which has | 
proved excellent, even when used 


—as it generally is—during slack 
seasons, is a limited-time offer to 
grease a car and adjust brakes 
for $1. There is, of course, no| 


| stick to a make which you believe 


8) 
money in this, except as it results 
in relining jobs, when these are | 
necessary, but it does bring in| 
new customers, and, by helping to 
| keep stations busy in normally 


Page 


head in these periods. 


Among other success factors, | 
Tilden is sure to mention the use 
of a single make of high grade} 
brake lining exclusively. This, in | 
his case, is Raybestos. This| 
brings several advantages, ac-| 
cording to Mr. Tilden, besides the | 
obvious one of profiting by the 
advertising of a well-known 
brand of lining. It insures the 
closest co-operation with a good 
brake lining factory staff; it helps 
convince the customer that you 


to be superior and it shows the} 
customer that you do not believe | 
in using a cheap product as a 
step toward giving a low price. 
There are, of course, many | 
other factors which have a favor- | 








WHAT TO DO? - 


..,about 


USED 
CARS 


RIGHT OUT IN FRONT. Syd Tilden, president of the brake serv- 


ice company of that name in New 


York, is convinced that a square 


deal will keep customers satisfied and make profits grow. Every cus- 
tomer in his service shops has the opportunity to see plainly just how 
his brakes test by means of the dials. 


able influence on the success of | 
the Tilden chain of stations, but | 
enough have been outlined to 
point the way in which Tilden 
gets results. Naturally, Tilden’s 
own genial personality and his 


constant and intimate contact 
with all that goes on in his shops 
are not to be overlooked. After 
all, without Syd on the job, there 
might well be another story to 
tell. 


. 8S. Automobile Taxes 


Run Far Above Last Year 


WASHINGTON.— Uncle Sam’s | 
“take” in automotive taxes is run- 
ning far above the total of a 
year ago. This week the Fed- 
eral Bureau of Internal Revenue 
disclosed that in January its 
collections on automotive pro- 
ducts rose to $26,025,950 against 
$20,623,837 in January of last year, 
an increase of 26.2 per cent. 


Through these taxes highway 


| users paid 14.4 per cent of all 


| ing Federal 


The duplicat- 
on gasoline 


revenue collected. 
tax 


| again was the most expensive, its 
$14,008,584 total being more than 


| Motor trucks 


Rip off old rubber — put 
on new Goodyear Tires 


— watch 


WORN tires shout ‘‘trouble!”’ 


’em go! 


to 


prospects — shy them off. New 


Goodyears say ‘‘let’s go’ 


> are 


like honey to a bee. So dress up 
shabby-footed used cars—let the 


most popular tires help boost them 


off your hands. 


Not only move 


at prices covering the cost to you 


’em— move ’em 


for the Goodyears and an extra 


profit besides. You can! 
in the Goodyear man to figure — 


and see! 


In the complete Goodyear line, 


Just call 


twice as much as the cost of any 
other levy reported. 

Following is a 
table of the January 
tax collections: 


comparative 
automotive 


Jan. 1935 
Motor $ 593.5 
Tires 
Motor parts and 

accessories 659,342 495,420 
30.6 315.664 

tubes 186,506 105,278 
14,451,107 
2,184,488 
698,012 
139,383 | 


ears and cycles 


1,440,975 


Inner 
Gasoline 

Lubricating oil 

Pipe line oll shipments 
Crude oil processed 


5,950 3.837 


Total $26,02 $20.6 
This taxation, of course, is super- | 
Virginia House 
Passes Tax Bill 
On Chain Stores. 


RICHMOND, Va.— (UTPS). 


|The Virginia House has passed 
| the McCue chain store tax bill, 


cause of great dissension earlier 
in the session. 
The amended chain store tax 


| bill was passed by a vote of 69 
| to 21 without debate. 


The bill 
imposes a maximum license tax 
of $150. 

The bill was sponsored by Dele- 


| gate E. O. McCue of Charlottes- 


ville. 


The 
amended 


tax bill, | 
carries 


chain store 
last Saturday, 


| the following schedule: 


you'll find a tire for every type of 
used car you have—regardless of 
its price classification. 


| $6 for each store; 


Chains of two to four stores, 
five to nine 
stores, $15 each; 10 to 19 stores, 
$40 each; 20 to 34 stores, $75 each; 
35 to 49 stores, $100 each, and 50 
or more stores, $150 each. 

This represents about one- 
fourth of the tax rate proposed 
in the bill as it was introduced. 

The fate of this measure in "it | 
| Senate is decidedly uncertain. It 
| is generally known that it has | 
| strong opposition in the upper | 
house. | 


imposed upon the levies exacted 
by States, counties and munici- 
palities. 


SAE Will Hede 
All About the 
Clipper Ships 


DETROIT.—The design and de- 
velopment of the China Clipper 
planes will be explained to mem- 
bers of the Detroit section, So- 
ciety of Automotive Engineers, in 
the Book-Cadillac, Mar. 16, by 
Lessiter C. Milburn, vice-president 
and chief engineer of the Glenn 
L. Martin Co. 


Milburn was in charge of the 
technical development of _ the 
famous planes and his appearance 
before the local engineers will 
mark the first time he has lec- 
tured about them publicly. 


Another feature of the program 
will be a discussion of “Recent 
Trends in the Application of 
Plastics,” by E. F. Lougee, editor 
of Modern Plastics. He will il- 
lustrate his talk with a compre- 
hensive display of plastics as ap- 
plied in the automotive and aero- 
nautic field. 


Raw materials for these syn- 
thetic compounds are now avail- 
able from half a dozen sources, 
including the soy bean, which is 
being promoted so actively by the 
Ford Motor Co. Lougee will de- 
scribe some experiments now be- 
ing carried on with a completely 
molded automobile body. 
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With the magic touch of 
Ditzco Polychromatic Enamel, 
you add desirability to the 
shabby used car. 

Pollyis a proven selling help. 
Dealers all over the country 
are using this selling aid to 
help reduce used car stocks. 

Ditzco Polychromatic Enam- 
el will help you to quickly turn 
inventory into cash—get your 
profit out of your trade-ins. 


Complete 
stocks atall 
Ditzler 
jobbers. 
Ask for 
color 
card, 


SALES APPEAL 


Economical and easy to apply, 
but can make a big difference 
in the selling price. 

Try it yourself. Let Polly dress 
up one of the slow movers and 
watch prospects stop and look, 
—and buy. Theclean, gleaming 
lustre of the new paint job will 
make the “stickers” move out. 


DITZLER COLOR COMPANY 
DETROIT ° MICHIGAN 


1CO 


ATIC enamel 





New York Motorists Get Break In Gas Tax Row 
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Safety Chiefs Hit Speed 
And Drunken Driving 


By BOB MOUNTSIER 
NEW YORK.—<Automotive taxation, the speed of motor 
vehicles and the drinking of drivers are sharing in the 
news spotlight the present week in this section of the 


automobile world. 


Motorists and all those whose income derives from au- | 
| the streets as well as in modern 


tomotive sources are rejoicing over the action of the state | 
assembly in reducing the gasoline tax from 4 to 3 cents 
a gallon, following the intensive campaign of New York 


State’s automobile clubs 
dealers’ truck users organizations 
against continuance of the emer- 
gency gas taxation. 

The situation is this. The| 
state senate, which is controlled | 
by the Democrats, approved the 
Democratic Gov. Lehman’s bud- | 
get bill which provided for con- | 
tinuance of the emergency gas | 
tax of two cents a gallon. The| 
assembly, under Republican con- 
trol, voted to cut one cent off the 
emergency gas tax and at the/| 
same time slashed $15,000,000 | 
from the governor’s budget to | 
compensate in part for the dim- 
inished gas tax income. 

One Cent to Good 

As matters now stand the| 
Democratic governor and sena- | 
tors can’t get that one cent tax 
put back on gasoline without the 
Republicans’ changing their at- | 
titude, and there appears to be| 
no chance of that. Therefore, the | 
New York motorist is one cent 
to the good on every gallon of | 
gas he buys—at least for a year. | 

Says the Republican chairman | 
of the assembly’s ways and means 
committee: “We cannot go on 
increasing expenditures and 
bleeding the people white by tax- | 
ation. Last year Gov. Lehman 
forced through one of the largest 
tax programs in history without 
public hearing. He boosted the 
gas tax as an emergency measure 
for one year and again he wants 
it continued. But we have taken) 
off the one-cent tax increase of | 
last year.” 

And executives of New York’s| 
automobile and truck organiza- | 
tions are already considering con- | 
certed action to get that other | 
cent of emergency taxation re- 
moved next year. If such action 
were successful, there would be | 
left only the regular tax of two 
cents a gallon, which was paid 
without complaint in those happy | 
days before the depression. 

Wants 50 M.P.H. Limit 

New York’s commissioner of 
motor vehicles, Charles A. Harnett, 
recommended in his annual re- | 
port this week that a statutory | 
speed limit of 50 miles an hour | 
for automobiles be established in 
this state. Already a bill to fix 
the speed limit at said 50 miles | 
for passenger cars and 40 for 
trucks has been passed by the 
state senate. Awaiting action by 
the assembly, this bill may pos- 
sibly fail of enactment. 

Harnett said in his report he 
had “long believed that not more 
than one in every thousand of 
our licensed drivers today is| 
capable of safe operation, mean- 
ing full control of a motor ve- 
hicle at speeds in excess of 50 
miles an hour.” And he quoted 
Barney Oldfield and Sir Malcolm 
Campbell as saying that no motor 
vehicle should be driven at more 
than 50 m.p.h. on the highways 
of this or any other country. 
New York’s motor vehicle com- 
missioner also put into his re- 
port the idea that “it may be nec- 
essary to resort to mechanical 
device as a means of restriction,” 
if enforcement of a legal speed 
limit does not bring results. 

Police Revise Code 

Meanwhile, the safety bureau 
of New York City’s police de- 
partment is at work revising the 
city’s present code of traffic reg- 
ulation, which was “designed for 
the horse and buggy days,” and 
outstanding in this revision is 
a change in the speed limits up- 
ward. 

The present speed laws sup- 





| are limited 


and® 


posedly restrict drivers of plea- 


| Sure cars, including taxicabs, to | 


fifteen miles in congested dis- | 
tricts and 20 miles in outlying | 
areas, while trucks and _ buses| 
to 12 miles. The} 
contemplated change in these reg- | 


GETTING READY FOR 


heat of Carnegie-Illinois Alloy Steel bas been chec 


ulations calls for 25 and 30 miles | 
for pleasure cars and 20 and 25 
miles for trucks and buses, 


The head of the safety bureau, 
Capt. W. M. Kent says: “Every- | 
body goes heyond the speed limit 
now, and if we enforced the old | 
law we would tie up traffic in 
the whole city. We expect to 
increase the speed limit so we 
will be able to enforce the law. 
This change in the speed rates 
will meet present conditions in 


cars.” 


Hard on Tipplers 

There is no doubt but that) 
New York, state and city, is| 
going to make it harder for the| 
person who drives while intoxi- | 
The legislature has given | 
various indications that it will | 
make penalties for intoxicated | 
driving more drastic, and Motor | 
Vehicle Commissioner Harnett 


cated. 





THE PHYSICALS. Afro the chemistry of a 
ed, samples cut from 


billets are taken for analysis in the physical laboratories. But first they are 
subjected to heat treating under carefully ie ne conditions. 
‘0 


In these heat treating laboratories the steel is checke 


r structure, physical 


properties and performance under working conditions imposed by the customer. 


| cases are now being heard in this 


asks in his report for increased 
penalties for the drunken driver. 

He holds that “the discretionary | 
power to relicense a convicted | 
drunken driver at the end of a 
license revocation for six months 
should be made inoperative by 
statute, until at least a year, 
possibly two years, has expired.” 

In its effort to lessen drunken 
driving New York City has set 
up a special court to hear the 
cases of motorists charged with 
driving while intoxicated, and 


court. 


Here are several of them. The 
proprietor of an automobile ac- 
cessory store is held not guilty 
of driving while intoxicated, but 
he is fined $50 and his license | 
revoked for leaving the scene| 
of an accident. A designer in- 





sisted he had taken only two 
capsules of cod liver oil—‘“that | 


11 


| may have had something to do 


with the odor on my breath”— 
but he paid a $100 fine for intoxi- 
cated driving on the evidence of a 
police surgeon. A negro, un- 
aware that a police surgeon had 
decided he was not intoxicated, 
pleaded guilty, drawing a $100 
fine and revocation of license 
for six months. A WPA worker 
got a $100 fine or 10 days in jail 
for driving a car after having 
spent some of his WPA wages 
on liquor. 

The number of deaths 29, from 
automobile accidents last month 
in New York City represented a 
50 per cent reduction under Feb- 
ruary, 1935. The number of in- 
jured 1,302, showed a 32 per cent 
decrease and the number of ac- 
cidents fell from 1,658 to 1,120— 
is part due to lessened use of 
cars because of extremely cold 
weather and icy street conditions. 


N an alloy steel, quality is but 

another term for utility. For by 
quality we mean not only that the 
steel must measure up to specific 
and predetermined requirements— 
must have definite physical, metal- 
lurgical and chemical properties— 
but that it must be consistently 
uniform in those properties from 
bar to bar, from heat to heat, from 
shipment to shipment. 


This uniformity, this unvarying 
dependability which distinguishes 
Carnegie-Illinois Alloy Steels, we 
obtain through scientific control 
of every step in manufacture. For 
Carnegie-Illinois alloy mills are 
operated on the principle that 
quality in alloy steels demands the 
most exacting control of the me- 
chanics of rolling, as well as the 
metallurgy of the steel itself. 


From billet to shipping floor 
every step is subjected to rigid 
control and to relentless inspec- 
tion. The result is an alloy bar 
free of physical defects or blem- 
ishes, straight as a die, finished to 
save costly operations in your own 
plant. We know of no mill prac- 
tice more exacting or carrying 
greater assurance of quality steel. 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 


Pacific Coast Distributors: Columbia Steel Company 
San Francisco 
Export Distributors: United States Steel Products 
Company, New York 


-.. THEIR QUALITY 
ma SHOWS UP IN 


SERVICE 
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50% Jump in Profits Follows New Grease Program 


Lip pincott- Olds Shows 


Records tor Two Years 


By E. M. LUBECK 

DETROIT.—A 50 per cent increase in profits; a gain in 
volume of nearly $200 a month and a 64 per cent jump in 
earnings for the employe operating it, have all followed 
the adoption of a modernized greasing department by the 
Lippincott-Olds Co., Oldsmobile dealer at Flint, Mich. 

Profits for 10 months of 1935 are equal to a 50 per cent 
increase over the entire year of 1934. The total cash gain 


is $1,943.01, which represents a gain in volume of nearly 
$200 a month. The operator of® 
the greasing department has in-| 


1934’s greatest volume came in 


creased his 1935 wages and com- 
missions 64 per 
cent above his 


1934income.| 
The moderniza- | 
tion program| 
netted him ap-| 


proximately 
$200 a month. 


Complete rec- | 


ords of the lub- 
ricating depart- 
ment operations 
during 1934 and 


1935 furnish one | 
of the first con- | 


crete demonstrations of what a 
modernized greasing department 
can accomplish for a dealer. While 
only one grease hoist has been in 


use for the two years, the results | 
at the end of 1935 demonstrated | 


the need for two and plans are 


now under way for additional | 


equipment. 
The accompanying graph shows 


how the business developed from | 
in Janu-| 


an ordinary operation 
ary, 1934, to its present status. It} 
will be _noted on the chart that | 


May. From June, 1934, until Feb- 


| ruary, 1935, (when the moderniza- 


tion was completed) business was 
only fair. The average job was 
only $2.03 per car. 

In February, 1935, the greas- 
ing department was revamped. 
All signs were taken down; floors 


| were cleaned and repainted and 


the latest types of greasing equip- 
ment were installed. An adver- 
tising campaign was started and 
follow-up plans were put into ef- 
fect. 
Chart Tells Story 

The immediate upswing of bus- 
iness from around $500 a month 
to around $800 a month during 
March, April and May, as shown 
by the graph, is the story of what 
modern greasing equipment and a 
systematic follow-up can accom- 





plish. 

The drop shown on the graph 
| for June was due to vacations 
| and a general stagnation of bus- 
iness in Flint. 

To overcome this stagnation, a 
drive for new business was 
started. This included vacation 


-MANLEY No. 905 Tire Changer 
Rugged « Speedy « Easily Operated 


@ Built to operate easily, to handle every job, to stand 
the rough, tough service demanded of busy service sta- 


tions—that’s the Manley No. 905 . 


handle disc wheels and drop 


. It is furnished to 


center rims. ... It is an 


all-around tool that does its job well and speeds up 


service. ... It will pay 
for itself in a short 
time. Read the fea- 
tures below and talk to 
your jobber’s sales- 
man. 


@ Solid rim attach- 
ment can be instant- 
ly removed so that 
it is out of the way 
when not in use. 


steel “T” 


@ Jaws slide on 
i to malleable 


which are bolted 
spider. This construction 


@ The No. 905 is a 
complete tire changer. 
While the basic prin- 
ciple is retained, new 
attachments make 
possible easy  han- 
dling of modern tires. 


sections 
iron 
permits 


handling rims from 16 to 26 inches in 


diameter. 


MANLEY MANUFACTURING DIVISION 


of the’American Chain Company, Inc. 
York, Pennsylvania 


Ae Business for Your Safety 


Service 
Station 


VENA 


EQUIPMENT 








ATTRACTIVE AND MODERN, this greasing department of the Lippincott-Olds Co., Lansing, Mich., 
has brought a jump of 50 per cent in profits. At the same time commissions and wages of workers have 
gone up 64 per cent. Modern equipment and a clean service department has made customers just as 


happy, too. 


specials for greasing jobs. Ad- 
vertised by direct mail, these spe- 
cials brought the lubrication sales 
curve up again to the neighbor- 
hood of the $900-a-month mark. 


Again, in the early fall, another | 


slight drop occurred, but with 
the coming of colder weather and 
as car owners changed to the 
lighter winter lubricants, business 
started on the upswing again and 
November reached a peak of well 
above $1,000 for the month. The 
actual volume of business for the 
year ending Dec. 31 jumped to 
$9,677.59, or an increase of $3,- 
581.96 above the 1934 figures, or an 
increase of 50.16 per cent in vol- 
ume. Gross profit increased $1,- 
943.01, or 79.15 per cent. 


Steady Increase Noted 
Comparing the month by month 
volume in money, as shown on 
the chart, there are to be seen 
some unusual figures in dealer 
operation. Month by month there 
is shown the actual number of 
cars that came in for lubrication. 
During January, 1934, 130 cars 
came in. By December, 1935, the 
number had increased to 404 cars. 
The gross profits of $39.35 in Jan- 
uary, 1934, compared with the 
gross profits for December, 1935, 
of $467.23, is an increase worthy 
of the attention of any dealer, as 
it represents not only a gain in 
gross profits for the greasing de- 
partment, but also an increase in 
car owner contacts for the entire 
service department and the sales 
organization for other work 
needed on owners’ cars as well as 
contacts for sales of either new 
or used cars. 
Not the least important is the 


jales Volume for year $6,095.37 


yross Profit $2,454.63 
Jperator earned $1,411.45 


iwerage per job 2.03 


‘ho 
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| new plan was put into effect the 
| year 1935 shows that the wages | 
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comparison in the wages paid to} and commissions earned equaled 


|the greasing department men. A | $2,327.70, or slightly less than $200 


glance at the chart shows that} per month. The wages and com- 
the men in that section earned| missions parallel the volume of 


Number Total Wagesand Gross 
of Cars Average Receipts Commissions Profit 
1.47 $191.90 $ 59.34 $ 39.35 
1.97 511.83 121.55 209.72 
1.66 313.09 67.81 53.09 
1.99 495.10 120.95 241.33 
1.78 346.84 82.49 81.35 
1.95 652.32 158.05 302.03 
1.89 484.80 112.82 105.15 
2.22 862.50 206.62 425.74 
2.05 755.28 163.18 288.96 
2.21 894.93 213.66 464.90 
2.28 718.16 160.41 276.32 
2.04 784.38 158.19 345.51 
1.92 570.69 134.93 299.75 
2.06 909.97 203.16 577.58 
2.00 614.37 145.15 285.65 
2.09 906.38 218.42 359.62 
2.01 405.50 96.60 176.28 
2.23 720.36 174.94 356.11 
2.66 552.71 127.09 259.91 
2.49 953.24 228.21 381.21 
2.33 566.93 131.91 292.72 
2.67 1,043.13 247.13 466.66 
2.17 575.10 129.72 296.10 
2.34 944.42 224.13 467.23 
Total 1934 2.04 6,095.37 1,411.45 2,454.63 
Total 1935 2.17 9,677.59 2,327.70 4,397.64 
A two-year, month-by-month comparison of business done by the 
Lippincott-Olds organization at Flint. The figures show what can be 
done by modernizing the greasing department and advertising its 
services. They show, too, that the car greasers, by good business 
methods, can put themselves into the income tax paying bracket. 


Month 
Jan. 
Jan. 
Feb. 
Feb. 
Mar. 
Mar. 


June 1934 
June 1935 
July 1934 
July 1935 


Sept. 1934 
Sept. 1935 
Oct. 
Oct. 
Nov. 
Nov. 
Dec. 
Dec. 


only $59.34 in January, 1934. Op- business done and the increase 
erating under conditions such as| represents an increase of 64 per 
prevail in the average dealer’s| cent for the year. 

service department for the year | Another interesting column is 
1934, the greasers had an income | that of total receipts month by 
of only $1,411.45, but when the| month. Every month in 1935 
shows increases and the average 
(Continued on next Page, Col. 1) 
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1955. | 


Seles Volume for yeer $9,677.59 


Gross Profit J4, 597.64 
$2,327.40 


2.17 


Operator earned 
average per job 
| 


ow # 
| | 
YN _L- 
1955 Operetions 
because of modernizetion 
of Lubricating Department 
show 
50.16 per cent gain in volume 
79.15 per cent-gein in gross profit 
64.00 per cent gain for hoist Operator 


1935 
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A annie Ieee CHART showing the increase in greasing business brought about by modernizing the 


lubrication department. 
and gross profits started zooming. 


Note that in February, 1935, when the new program went into effect, volume 
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APEM Survey Shows Employment Up Aoi 9% 


Payroll Gain Du During Same 


Period Estimated at 32.7% 


(Continued from Page 1) 


ly rate increased 7.4 per cent, the 
average weekly earning per em- 
ploye 10 per cent and the total 
payroll for the year for this in- 
dustry increased more than 35 
per cent. 

Production employes in the in- 
ternal combustion engine manu- 
facturing industry increased 32 
per cent for 1935; production man 
hours increased 31 per cent; the 
average rate per hour increased 
3.4 cents; the average weekly 
earning per employe in the group 
increased 15.8 per cent, and the 
total payroll for the group in- 
creased 43.8 per cent over 1934. 

Lamp Makers Up 


The lamp manufacturing group 
showed a 10 per cent increase in 
employes and a 16 per cent in- 
crease in productive man hours. 
The average hourly rate increased 
4.2 per cent; the weekly earning 
per employe increased 7.6 per cent 
and the total payroll for the en- 
tire lamp industry increased 24.5 
per cent for the year. 

The outboard marine engine in- 
dustry showed an increase in em- 
ployment of 22.5 per cent, with a 
4.3 per cent increase in the av- 


Profit Up 50% 
Following New 


Grease Program| 





(Continued from Page 12) 
expenditure per car increases can | 





be analyzed to show that some ac- 
tual selling was done when the | 
owner was in with his car for | 
service. Greasing cars under | 
these conditions will add hand- | 
some profits for the dealer’s serv- | 
ice department. The total amount 
of the service work done by the | 
Lippincott-Olds Co. for 1935, in- | 
cluding the work done in the | 
greasing section, amounted 
$48,246.12. 
$73 Average 

Checking this amount with the 
number of owners who used the 
service station for service and ad- 
justment work, it was found that 
the average per car amounted to | 
the sum of $73, an unusual figure | 
when compared with some of the | 
figures which have been published 
from time to time in ADN. The} 
percentage of lubrication volume | 
compared with the total service 
volume amounted to 22 per cent 
of the total, another startling fig- 
ure in dealer operations for the 
past few years. It again demon- | 
strates the value of moderniza- 
tion and an aggressive campaign | 
pointed towards asking the own- 
ers to actually buy something. 

In setting up the greasing de- 
partment solicitation procedure, | 
the Lippincott management, in| 
charge of Harry Woddin, first ob- 
tained a list of all Oldsmobile 
owners in the dealership zone. It 
was checked and rechecked for 
accuracy and finally revealed over 
1,000 owners, of which 460 had | 
cars three years old or later. 


New Customers Found 


Eliminating certain cars which 
were owned by people who could 
not afford to keep them in the 
best condition at all times, a list 
of 660 owners was set up for ac- 
tive solicitation. Of these, 237 
were sold service coupon books 
and the others followed up by 
mail and other ways to call their 
attention to the service available. 
Woddin, in checking up the vol- 
ume, says that he is probably 
servicing a greater percentage of 
owners that a great many other 
dealers and that with the in- 
creased facilities to be added in 
the near future he will be able 
to cover the entire service po- 
tential in his territory and take 
in for service cars of other makes 
as well. 


to | 





erage hourly rate and a 9.7 per 
cent increase in the average week- 
ly earning. The total payroll for 
the industry for 1935 was 26.3 per 
cent greater than during 1934. 
The radiator manufacturing in- 
dustry accounted for a 12.8 per 
cent increase in the number of 
employes; 4.9 per cent increase in 
hourly rates and 13.9 per cent in- 
crease in average weekly earn- 
ings. The total payroll increased 
26.5 per cent. Production man 
hours increased 17.4 per cent. 
Employment in the universal 
joint group increased 12.8 per cent 
and production man hours were 
up 16 per cent. The average rate 
per hour increased 13.9 “— cent; 


the average weekly earning in- 
creased 21.7 per cent, and the to- 
tal payroll for the period for this 
industry showed an increase of 
39.5 per cent. 


Wheel and Rim Gain 

The wheel and rim group showed 
an increase in employment of 9.1 
per cent and in production man 
hours of 11 per cent. The hourly 
rate increased 10.5 per cent; the 
average weekly earnings were up 
20.9 per cent, and the total pay- 
roll for this industry increased 
30.3 per cent for 1935. 


Employment in the leaf spring 
industry was up 47.4 per cent, with 
an increase in production man 
hours of 25.9 per cent for the 
period. The average hourly rate 
increased 7.8 per cent and the 
weekly earning increased 11.1 per 
cent. The total payroll for this 
industry foi” 1935 increased more 
than 60 t BF cent over 1934. 











Plymouth Sales lieroase 
For oth Successive Year 


DETROIT.—For the fifth suc- 
cessive year the Plymouth re- 
ports a substantial increase in 
sales over the previous 12 months. 
In 1935 Plymouth sales showed a 


gain of 26.6 per cent over the| 


total for the preceding year. 

“Plymouth’s record 
larly gratifying because every 
year since 1930, the first year of 


the depression, sales have gained | 


over the previous year’s figures,” 
said D. S. Eddins, 
Plymouth. “Furthermore, each an- 
nual gain since that time has 
been substantial, the smallest ex- 
ceeding 18 per cent. 

“When 1933 sales topped those 
of 1932 by 123.1 per cent it was 


thought by some that we had 


president of | 


is particu- | 


} 


-| reached our peak. But the fol- 
lowing year we boosted sales an 
additional 21.2 per cent and last 
year went over that mark by an 
even greater margin.” 

That sales are continuing their 
upward trend is indicated by 
January registrations, which are 
20.3 per cent above those of Jan- 
uary, 1935. 


Address SAE 

NEW YORK.—Stephen Johnson, 
chief engineer of the Bendix-West- 
inghouse Air Brake Co., and Richard 
H. DeMott, general sales manager 
of the S. K. F. Industries, Inc., of 
Philadelphia addressed the Metro- 
politan Section of the Society of 
Automotive Engineers Monday. 


Smooth GOING, for years, on HYATTS 


All modern cars are able to demonstrate well, but the 


real test of their mettle is how well they perform in the 


years fo come. With this thought in mind, the designers 


of today's fine cars, trucks, and buses turn to Hyatt 


Quiet Roller Bearings to endure the merciless punish- 


ment of speed, stress, and shock without perceptible 


wear. Thus for many years Hyatts have been the an- 


swer to every bearing demand for smooth going. Hyatt 


Roller Bearing Company, Newark, Detroit, Chicago, 


Pittsburgh, San Francisco. 
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Business Rise Unchecked, Trade Survey Discloses 
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Severe Weather Fails 


To Halt Business Rise 


DETROIT.—Business advance- 
ment, which many feared would 
be halted by the unfavorable 
weather prevailing during most of 
February, continued unchecked 
through the greater part of the 
United States, according to the 
monthly survey of 147 trading 
areas conducted by the research 
department of Brooke, Smith & 
French, Inc., Detroit and New 
York advertising agency. 

Four of the 147 trading areas 
arrived at normal last month. 
These areas— the first to cast off 
the last shadows of the depres- 
sion—were Boise, Ida.; Cheyenne, 
Wyo.; Columbia, S. C., and Miami, 
Fla. Gains in business conditions 
were made in 79 areas, as against 
56 that declined and 12 that re- 
mained without change. 


“National business activity 
moved up 1 per cent during Feb- 
ruary, bringing the curve to a 
point 20 per cent below normal,” 
the advertising concern’s report 
states. “This compares with 21 
per cent below normal for Janu- 
ary. 

“New England, northern New 


ville, Lynchburg, Manchester, 


York state and northern New 
Jersey were again conspicuous for 
their upward trend. Coal and 
oil sections profited by Febru- 
ary weather conditions.” 

The greatest February gains, 
with indexes improving 4 per cent 
or more, were registered in the 
following areas: 

Davenport, Dayton, Denver, 
Flint, Mich., Fort Wayne, Grand 
Junction, Colo., Huntington, W. 
Va., Jackson, Mich., Lynchburg, 
Mobile, Montgomery, Oshkosh, 
Portland, Me., Poughkeepsie, 
Providence, Reno, Saginaw, Salt 
Lake City, Seattle, Shreveport, St. 
Louis, Tacoma, Tampa, Topeka, 
Tulsa, Wichita Falls, Wilmington, 
Youngstown. 

The following areas were closest 
to normal in February: 

Albuquerque, Atlanta, Austin, 
Bakersfield, Baltimore, Bangor, 
Beaumont, Billings, Boise Char- 
leston, W. Va., Charlotte, Chey- 
enne, Colorado Springs, Columbia, 
S. C., Columbus, O., Dallas, De- 
troit, Fresno, Grand Junction, 
Colo., Green Bay, Harrisburg, 
Houston, Indianapolis, Jackson- 








CHEVROLET has already made more than 530,000 1936 models, 
M. E. Coyle, president of the Chevrolet Motor Co. (left), tells An- 
nouncer Duncan Moore of Station War, Detroit, (right). 


H., Miami, Milwaukee, Oakland, 
Oklahoma City, Peoria, Phoenix, 
Portland, Me., Portland, Ore., 


Reno, Richmond, Salt Lake City, | 
Springfield, | 
Mo., St. Paul, Terre Haute, Wasbh- | 


Seattle, Shreveport, 


ington, D. C., Wilmington, Win- 


N. | ston-Salem and Yakima. 
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Wtrniilialadlainis Has 
56 New Dealers 


SOUTH BEND, Ind. — Despite 
the unusually severe weather, 
| Studebaker appointed 56 new 
| dealers during February. This has 
| been announced by Louis K. Man- 
| ley, general sales manager. 


The new dealers are: 


Alabama — Gadsden, Alvin T. 
| Bell; Anniston, The 81 Tire Serv- 
|ice. California — East Oakland, 
| Ackerman Bros. Colorado—Brush, 
| Lon’s Service Station; Ft. Mor- 
gan, Lincoln Highway Service 
Station. Connecticut — New Mil- 
ford, Livingston Peck. Florida~- 
Clearwater, White Star Garage 
Co. Idaho—Burley, Radloff Motor 

Co. 

Illinois—Benton, H. O. Whit- 
tington; Delavan, J. F. Meeker; 
Jacksonville, Gordon Auto Co., 
| Inc.; LaGrange, Walter Schroeder 
| Motor Sales; Marion, C. & F. Mo- 
tor Co.; Peoria, McReynolds Sales 
and Service. Indiana Angola, 
| Schweitzer & Feagler; Boonville, 
|Faass Bros.; Holton, Shirley 
| Detrez; Jasper, Fritch Motor Sales 
Co.; Princeton, C. F. Christian. 
Louisiana Lafayette, Central 
Motors, Inc. Maine Jackman 
Station, K. B. Pope. Massachu- 
setts 
Co. Michigan Corunna, E. B. 
Cherry; Detroit, Associated Own- 
ers Finance; Lansing, E. H. Boyes 
Co. 

Minnesota Northfield, Rice 
County Auto Sales Co. Missouri 
—Webster Groves, Riehl Motor 
Co. New Jersey—Paterson, Mar- 
chese Motor Car Co., Inc. New 
York—Dolgeville, Bruno Miller; 
Jackson Heights, Inter-County 
Motor Exchange, Inc.; New York 
City, President Motor Car Corp.; 
Pt. Washington, William J. Ros- 
ing; Syracuse, James H. Mahar. 
| North Dakota—Carson, A. O. Flat- 
land. Ohio — Cambridge, James 
Motor Sales; Lebanon, John Law 
& Son; Wooster, John B. Sander- 
son; East Liverpool, Douglas Mo- 
tor Co. Oklahoma—Bartlesville, 
Pope Winn Motor Co.; Okmulgee, 
Orr’s Machine Shop. 

Pennsylvania—Bethlehem, C. O. 
Rothrock; Erie, The McdAllister- 
Walther Co.; Hanover, Border’s 
Garage; Philadelphia, Goldman 
Motors; Stroudsburg, L. W. 
Pipher. Rhode Island—East Prov- 
idence, H. C. Miller; Woonsocket, 
Times Square Garage. South Caro- 
lina—Columbia, Carolina Motors, 
| Ine. 

Texas Brady, Mann Bros.; 
Eagle Pass, Leighton & Co., Inc.; 
Electra, Big Four Sales Co.; Ft. 
Worth, Foster P. Jennings; Honey 
Grove, J. H. Dryden; McKinney, 
| George W. James; Mineral Wells, 
|W. F. Burney; Midland, Scruggs 
Motor Co.; Snyder, Pollard & 
Jones. Washington — Auburn, 
| Stanley Sayce. Wisconsin— 
| LaCrosse, Brevik General Service 
Garage. 





Springfield, Franklin Motor | 





New GM Plant 
Rising Rapidly 
At Los Angeles 


DETROIT. - The steel frame 
work for the new plant of the 
southern California division of 
General Motors Corp. is rising 
rapidly on the factory site on 
Tweedy road, between Alameda 
street and Long Beach boulevard, 
Los Angeles. 


The main assembly building, 
which will measure 800 feet long 
by 560 feet wide, is quickly tak- 
ing form. Foundations for the 
building that will house the of- 
fices are complete, and concrete is 
being poured for the shipping 
docks. Three hundred men are 
at work under the supervision of 
W. S. Roberts, general manager, 
who directed the erection of other 
GM plants at Atlanta and Balti- 
more. 


Last week G. R. Jones, Pacific 
Coast regional manager for Olds- 
mobile, and E. S. Schank, south- 
ern California zone manager, vis- 
ited the new plant, and, in com- 
pany with General Manager Rob- 
erts, inspected the progress that 
is being made. Oldsmobiles, Buicks 
and Pontiacs will be built in the 
new plant, which will have an 
initial capacity of between 40,000 
and 50,000 cars per year, and will 
employ some 1,500 men. 


An interesting feature of the 
construction methods used is the 
pumping of concrete mixture 
from the central mixing plant 
through steel pipes to wherever it 
is needed. A stream of concrete 
mixture is delivered in this fash- 
ion to points as distant as 1,700 
feet from the mixing plant. 


'Court Decides 


Against Dealers 


LITTLE ROCK, Ark. — Chan- 
cellor F. H. Dodge, in a decision 
handed down in Pulaski Chancery 
Court, held that the 2 per cent 
sales tax must be collected on 
sales of used automobiles which 
were in dealers’ hands at the 
time the tax became effective 
(July 1, 1935). A group of Little 
Rock automobile dealers had 
sought exemption for certain au- 
tomobiles, but the court sustained 
a demurrer by the assistant at- 
torney-general, Thomas Fitzhigh, 
and dismissed the suit. 

Chancellor Dodge asserted that 
no tax was collected on the sale 
of new cars for which the used 
automobiles were part of the pur- 
chase price and that the used 
cars were subject to the tax. 


As noted, the sales tax act pro- 
vides for exemption of resales of 
used cars from the levy when 
they represent part of the pur- 
chase price of new automobiles 
on which the tax was paid. 


Edelmann Sales Force 


Ends 10-Day Meeting 


CHICAGO. — The entire sales 
force of E. Edelmann & Co., ac- 
cessory manufacturers, has com- 
pleted a 10-day sales meeting at 
the factory, studying merchan- 
dising plans for the year and new 
manufacturing methods. 

Reports showed a 100 per cent 
increase in sales last year over 
1934, and it is expected, the com- 
pany reports, that 1936 will see 
sales increased another 50 per 
cent. 

Several days were devoted to 
the jobber program for the com- 
ing year. 

It was decided to hold another 
meeting in the fall. 


Oil Dealers Meet 


WATERTOWN, S. D.—The annual 
convention of the South Dakota In- 
dependent Oil Dealers Assn. will be 
held here on Mar. 26 and 27. 





January | MEMA Report Shows General Increases 


at 145%: 


Grand Index is 
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Original Equipment Up 


NEW YORK. January ship- 
ments showed gains in all di- 
visions of manufacturers report- 
ing their monthly business vol- 
ume to the Motor & Equipment 
Manufacturers Assn. 


Although a seasonal rise is us- 
ually apparent during that month, 
it is encouraging to note, the re- 
port states, the increase over the 
corresponding month last year in 
original equipment, accessories 
and service equipment shipments. | 
Replacement parts shipments to 
wholesalers are below January of 
last year, but show a substantial 
gain over December, 1935. 

The grand index of all divisions | 
of manufacturers reporting stood 
at 145 per cent of the January, 
1925, base, as compared with 135 
per cent for December, 1935, and 
113 per cent for January, 1935. 


Shipments to car and truck fac- 


tories for original equipment were | 
156 per cent of the base, compar- | 
ing with 155 per cent for Decem- | 


Roads of Cotton 


Are Step Nearer | 


WASHINGTON.—Cotton high- 
ways came a step nearer realiza- 
tion when Secretary of Agricul- 


ber, 1935, and 115 per cent for 
January last year. 

Service parts shipments to 
wholesalers in January rose from 
107 per cent in December to 114 
per cent for January. The index 
for the same month last year was 
126 per cent. 

Accessories shipments to whole- 
salers continued to rise, the Jan- 
uary index standing at 170 per 
cent of the base. This compares 
with 160 per cent for December 


| and 92 per cent for last January. 


Service equipment shipments to 


| wholesalers rose from 85 per cent 
|for January from the December | 
| index of 73 per cent. 


The index 
for January, 1935, was 65 per cent 


Cancellation of Truck 


Treaty Brings Protest | 
LITTLE ROCK, Ark. The | 


Chamber of Commerce at Rogers 
has filed a vigorous protest with 
the state revenue department 
against cancellation of the recip- 
rocal truck license agreement 
with Missouri. 

Revenue Commissioner E. R. 
Wiseman recently announced 
that, effective Mar. 15, privately 
owned Missouri trucks would not 
be permitted to cross the state 
line into Arkansas unless they 


| first obtained a permit from the 


revenue department in Little 
Rock or displayed an Arkansas 
license tag. 

The Rogers Chamber of Com- 
merce asserted that “the free ex- 
change of commodities ‘to and 
fro’ across the line is absolutely 


and agriculturists.” It was pointed | 


| out that many Missouri farmers 


living just across the line tran- 
sact all of their business in Ar- 
kansas and make frequent trips 
into this state to purchase sup- 
plies. 

At his office here, Commissioner 
Wiseman said that “no regula- 
tions have been issued by my de- 
partment that will prevent 
farmers living in Missouri from 
trading freely in Arkansas towns.” 


He explained, however, that “per- | 


sons engaged in the business of 
trucking products from one state 
to the other, or selling products 
from trucks in Arkansas must 
obtain Arkansas licenses for their 
vehicles, except that occasional 
trips, not to exceed four monthly, 
will be allowed if a permit is ob- 
tained from the state revenue de- 


15 


Limit Loads and Speed 


On Kentucky’s Roads 


FRANKFORT, Ky.—An order 
limiting loads on Kentucky high- 
ways to 13,000 pounds’ gross 
weight and the speed of trucks 
to 25 miles an hour was entered 
today by the State Highway Com- 
mission. 

The order, effective until Apr. 
1, was decided on because of the 
bad condition of highways as a 
result of cold weather and the 
danger to them, in their present 
condition, from excessive speed 
and weight. 


Hobson Bill OK’ed 
RICHMOND, Va. (UTPS).—The 
Hobson bill providing a 25-cent fee 
for official inspection of automobiles 
when the repair bill is less than $1 
was given final approval by the Vir- 


of the base. 





ture Henry A. Wallace approved 


the use of funds for the purpose | 
of stimulating field tests of new | 
in highway con- | 


uses of cotton 
struction. 


The project provides for the di- | 


version of manufactured cotton 
fabric for use as a reinforcement 


membrane in bitumious surface- | 


treated highways and for cotton 
mats for use in curing concrete 
highways. 

These materials will be fur- 
nished upon request to state high- 
way departments for testing in 
widespread use under all climatic 
conditions. If the results of these 
tests are as favorable as prelim- 
inary trials, the new field would 
require large quantities of cotton 
in the future. 


Nash Motors 


Adds 79 Dealers 


KENOSHA, Wis.—-With the ad- 
dition of 79 new dealers in Janu- 
ary and February, the Nash deal- 
er organization now includes 65 
distributors and 1,400 dealers in 
every state in the Union. 


The export field, which now 


comprises 11 per cent of Nash| 
total production, includes 100 dis- | 


tributors in 80 different countries, 
over 60 per cent of whom have 
been with the Nash organization 
for 10 years or longer. 


Commendation for the position 
which the Nash Motors Co. holds 
in Wisconsin is contained in a| 
survey published here which 
shows Nash as the largest single 
taxpayer in the state, and yet | 
only 6 per cent of its 1,450 stock- 
holders live in Kenosha. 


The prosperity of Nash is re- 
flected in prosperity for many 
other companies in Wisconsin. A 
Nash report declares that the 
company buys supplies or parts | 
from 127 companies in Wisconsin | 
alone. Among automobile factor- | 
ies Nash is among the three lead- | 





ing the entire industry in average 
hourly wages paid employes. 


4 Ton Overload 

RICHMOND, Va. (UTPS).—| 
Senate amendments to the Spiers | 
overload truck bill were accepted by | 
the Virginia House and, under it, 
as finally passed, a one and one-half- 
ton truck is permitted four tons, in- | 
stead of a 150 per cent overload, as 
provided by the House. There is an | 
additional leeway of 5 per cent for | 
inadvertent overloading. ) 


necessary to our business men | 


partment here.” 


ginia legislature Saturday. 


NEE 


Used Car 


Most of the fireworks at the 
NADA meeting in January cen- 
tered about the used car situation, 
and its relation to the mortality 
rate among car dealers. It was 
pointed out at the meeting that 
used car losses during 1935 
amounted to the staggering sum 
of $150,000,000. 

The plan advanced at that meet- 
ing—that all dealers should aim 
at a 20% gross profit on their 
used car business—received 
varied comment from the trade. 
It was generally agreed, however, 
that the plan was a step in the 
right direction. And it was pointed 
out clearly that in computing such 


gross profit, the cost of the used 


car consists of (a) the amount of 
allowance, (b) complete costs of 
reconditioning and repair, (c) all 
costs of handling and selling. 
Many dealers have already 
found a way to improve one sore 
spot in the second of these items, 
reconditioning and repair. Up- 
holstery is always important in 
selling a used car. Complete re- 


upholstering of badly worn inte- 


problem 


riors is too costly. The use of slip 
covers often tends to arouse 
suspicion, and costs money. 
Complete dry-cleaning of soiled 
The 


answer? Order cars trimmed with 


fabrics costs too much. 


mohair—because mohair interiors 
have enduring beauty. After long, 
hard use, they can be recondi- 
tioned with soap and water, 


steaming, and very little labor. 
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Heavy 


Charted fo 


HARTFORD, Conn.—Greatly in- 

creased net profits for 1935 as 
compared with recent years and 
heavy production schedules in ef- 
fect for 1936 are reported by 
many plants in New England 
which supply parts, accessories 
and machine tools for the auto- 
motive industry. The improve- 
ment in production is reflected by 
decreasing relief rolls in several 
of the more heavily industrial 
cities. 

In New Britain, Conn., the 
Union Mfg. Co., chucks, chain 
hoists and other industrial equip- 
ment, showed net earnings of 
$19,918.14 in 1935, with a substan- 
tial increase in cash and accounts 
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New England Suppliers Increased Profits in °35 


Production Plans 


New Britain Gridley Co. and Goss | 


& De Leeuw Machine Co., both in 
the same city 


schedules. 

American Chain Co., Bridge- 
port, reported net profit of $1,645,- 
806 for 1935, more than a million 
more than in 1934 and the high- 
est since 1930. Directors have 
declared $1.75 a share on pre- 
ferred stock payable Apr. 1 on 
stock of record Mar. 20 and have 
announced a plan for payment of 
accumulated dividends on pre- 
ferred. The severe winter ex- 
hausted chain stocks in many 
sections of the country. 


| Bullard Co., 
| port to Russia, dccording to a 
| recent report of the Amtorg Trad- 


r Present Year 


are reported as | 
maintaining good production | 





Bridgeport, for ex- 


ing Corp. Russian purchases of 
machine tools and other indus- 
trial equipment in the United 
States during last year totaled 
more than $27,000,000. 


Expand Plants 
Two other Bridgeport concerns 
manufacturing automotive items, 


,the Bassick Co. and Casco Prod- 


ucts Co., which produce hood- 
catches and accessories, respec- 
tively, have recently erected plant 
additions. The Bassick company 
built a new storage structure and 
the Casco concern added another 
floor on its plant. 

Seven hundred and _ seventy- 
five employes of the Bristol, 
Conn., plant of the New Depar- 
ture division of General Motors 


receivable and a reduction in the 
deficit previously acquired. The 





Several million dollars’ 
of machine tools were sold by the | 


Corp. received a total of $275,000 
recently as their share - the 


worth | 


The Blagest mune Offer 


Ever Made to 


INDEPENDENT Garagemen 


This BIG 


DISPLAY TYPE 
PARTS BIN 


METI MUTT 


ATi ats KUM Cli 


AT AN AMAZINGLY LOW PRICE! 


INDEPENDENT GARAGEMEN! Here is a 
proposition that will win your instant 
approval. The big, display-type parts bin 
and the genuine GM packaged parts for 
Chevrolet, illustrated above, are just a 
part of a new plan that can bring you a big 
increase in service customers and bigger 


| ya Complete Detarts 


VU ae | 


profits. Thousands of independent garages 
have already adopted this plan with amaz- 
ing success. You, too, can get the same 
results. Just fill in and mail the coupon 
below. Full information will be supplied 
without delay. 


CHEVROLET MOTOR CO., DETROIT, MICH. 


CHEVROLET MOTOR COMPANY 
Parts Merchandising Dept. K-3 
General Motors Building, Detroit, Michigan 
Gentlemen: 
Please supply me at once, without obligation, the com- 
plete details of the new Genuine Chevrolet Parts Plan for 
Independent Garages. 


Name 
Street Address 


City. 


| corporation's savings and invest- 

ment plan. The Endee plants in 
Bristol and Meriden have been 
busy for many months. 

Russell Mfg. Co., Middletown, 
Conn., brake and clutch linings 
and other products, has been run- 
ning three shifts with 1,000 em- 
ployes as compared with 650 six 
months ago. Chaminade Velours, 
Inc., a new corporation in Sey- 
mour, Conn., is manufacturing 
automobile upholstery material 
and other textiles and is stepping 
up production steadily. 


Van Norman Busy 

Encouraging reports are re- 
ceived from manufacturers in 
Springfield, Mass., including Van 
Norman Machine Tool Co., United 
American Bosch Corp. and Moore 
Drop Forging Co. The L. S. Star- 
rett Co., Athol, Mass., which 
makes a variety of tool items for 
the automotive industry, has in- 
creased production and called 
back numerous former employes. 
The Union Twist Drill Co. in the 
same town is also busy. 

Tool plants in Springfield, Ver- 
mont, which are maintaining 
busy schedules include the Jones 
& Lamson Machine Tool Co. and 
Fellowes Gear Shaper Co. Kings- 
bury Machine Tool Co., Keene, N. 
H., which manufactures for the 
automotive industry, is having a 
good season. 


Operate Three Shifts 
Greenfield Tap & Die Corp., 
Greenfield, Mass., is operating 
three shifts in its Wiley & Russell 
plant on Deerfield St. Volume 
appears to be running at a higher 
level than for any similar sus- 
tained period in 15 years. Auto- 
motive activity has greatly stimu- 
lated the demand for nuts, to the 
benefit of the New England 
Milled Nut Co., Westfield, Mass., 
which has put on a night shift, 
and the Westfield Metal Products 

Co., now operating overtime. 


Graham Doubles 
Cone Equipment 


DETROIT.—As a result of the 
unexpectedly large public demand 
for its supercharged cars, Gra- 
ham-Paige Motors Corp. has dou- 


bled its manufacturing equipment | 


for the production of “cone” worm 
gears, the special gearing used to 
drive the supercharger itself. With 
this new equipment, supplied by 
Michigan Tool Co., production ca- 
pacity for gears for Graham Sup- 
erchargers has been stepped up to 
150 sets per day. 

This type of gearing, Graham 
engineers explain, differs from all 
others in that the teeth of the 
gears are in surface rather than 
point or line contact. As a result, 
the gears are said to be noiseless 
in operation, have many times 
greater load carrying capacity, 
and increased life. 


Willys-Overland Claim 


Deadline Set at April 7 

TOLEDO.—Willys-Overland Co. 
claims have been given 10 classi- 
fications by Judge George Hahn 
in United States District Court 
and he has set April 7 as the 
final date for common and pre- 
ferred stockholders, bondholders, 
creditors and others to file proof 
of claim with Charles Racine, 
special master, so they can par- 
ticipate in the reorganization. 

No priority was set up in the 
court order but five tax classifica- 
tions are expected to rank ahead 
of other claims with bondholders 
next in line, Delinquent taxes 
approximate $1,000,000. Appraisal 
of the property is now being made 
preliminary to the reorganization 
in which Empire Securities, Inc., 
is expected to take the leading 
part. 














Detroit GM Sheanwt 
Attendance May 
Exceed 300,000 


DETROIT.—The fourth annual 
Detroit Spring Show of General 
Motors products, reflecting the 
pick-up in public confidence and 
the unknotting of purse-strings, 
has met with an enthusiastic re- 
ception ever since it got under 
way last Saturday. 


The exhibit in the auditorium 
of the General Motors Bldg. is 
more comprehensive, decorative 
and entertaining than any of its 
predecessors, and been whaling 
the tar out of attendance rec- 
ords, with crowds so large at 
times as to make serious inspec- 
tion of the cars a muscular feat. 


The 1935 show drew a total at- 
tendance of 146,471, in eight days. 
This total was surpassed in four 
days by the 1936 show. Up to 
11:00 p.m., Thursday night, this 
year’s spectacle had pulled 239,351 
visitors, as contrasted with 112,150 
in the same period last year, and 
A. C. Tiedemann jr., chairman of 
the show committee, predicted 
that attendance this year would 
go well above 300,000. Banner 
crowd was Sunday, when 53,563 
jammed the auditorium. 

William S. Knudsen spoke brief- 
ly over a four-station radio broad- 
cast Saturday in officially open- 
ing the exhibit, and this week 
various unit officials have been 
interviewed on the air by Duncan 
Moore, GM news broadcaster. 


Transport Meet 
Scheduled For 
Detroit, Mar. 19 


DETROIT. The 1935 Motor 
Carrier Act will come in for dis- 


| cussion at the transportation con- 
| ference to be held here Mar. 19 in 


the Book-Cadillac under the au- 
spices of the Detroit Board of 
Commerce. 

Cc. R. Scharf, president of the 
Board of Commerce’s_ district 
shippers conference, and traffic 
director of the Chevrolet Motor 
Co., will preside at the afternoon 
session which is scheduled to be- 
gin at 2 p.m. 

Operator’s problems will be dis- 
cussed by James B. Godfrey jr., 
president of the Michigan Truck- 
ing Assn. The point of view of 
the shippers will be presented by 
Kenneth A. Moore, assistant traf- 
fic manager of the Automobile 
Manufacturers Assn., and chair- 
man of the motor transportation 
committee of the district shippers 
conference. Problems of regula- 
tion will be covered by John L. 
Rogers, director of the Motor Car- 
riers bureau, Interstate Commerce 
Commission, Washington. 

In the evening there will be a 
banquet in the grand ballroom, 


| beginning at 6:30 p.m., at which 


the Honorable Joseph B. Eastman, 
federal co-ordinator of transpor- 
tation, will be the principal 
speaker. Harvey Campbell, exec- 
utive vice-president of the Detroit 
Board of Commerce, will act as 
toastmaster. 


Sales for February 
Set Record in Texas 


DALLAS. — Tax Officer Edward 
Cobb reports that new car regis- 
trations for February totaled 
1,235, highest for that month in 
the history of the department. The 
previous high February was last 
year with 1,225, and before that 
the high was in 1929, with 1,159. 
January registrations were 1,163. 


Cobb pointed out that the Feb- 
ruary record was made in spite 
of the fact that it contained only 
24 business days. 





Reacts to 


(Continued f 
whole we have a report from 
Milwaukee which states that new | 
car sales have made quite a| 
spurt in the last of February 
and during the first week in 
March. Sales have slowed lightly 
again in the past few days for 
certain dealers. Used car sales 
have been good but stocks are 
still heavy. Dealers are all op- 
timistic over the outlook for busi- 
ness during the next 60 days. 
They have ample new car stocks 
and good factory delivery. 

From Pittsburgh comes the re- 
port that better weather has 
brought a decided upturn in new 
and used car sales. Inventories 
of both new and used cars are 
a little heavy but our informant 
states that with a big selling sea- 
son just around the corner deal- 
ers feel that the stocks are justi- 
fied, The outlook for volume and 
profit in the next two months 
is very satisfactory. 


Denver Busy 


Denver reports a good increase 
in new car sales in the first 10 
days of March over February and 
sales are running about 38 per 
cent above the same period last 
year. Used car sales also are up 
but stocks are reported out of 
balance. Particularly in the $150 
unit class. All departments are 
active but profit possibilities are 
reported less favorable than the 
outlook for volume. Rising sell- 
ing costs, unbridled trading and 


the old evils of bootlegging new | 
cars and dumping used cars from | 


the outside are making the situa- 
tion difficult. Our’ informant 
there states that the dealer in 


the larger city is in a precarious | 


position unless factories speedily 
apply pressure toward obtaining 
gross used car margins and elim- 
inating price cutting on clean 
deals. 

Improved weather has loosened 
up a backlog of new and used 
ear deliveries, says our inform- 
ant in Wheeling, W. Va. The 
first half of March, he says, will 
equal or exceed the total for 
all of February. New car stocks, 
he adds, are rapidly getting to a 
point of shortage owing to the 
letting down in production. Most 
dealers in that section are said 
to have excessive used car in- 
ventories with many cars carried 
over from November and Decem- 
ber. Few dealers are in a good 
position from the used car stand- | 
point. The general business out- 
look is favorable and the profit 
possibilities during the next two} 
months depends entirely upon 
sensible appraisals in buying used 
cars. 

Bad Weather Still 

Weather conditions in New Eng- 
land have improved so far as 
temperature is concerned but our 
informant at Springfield, Mass., 
declares that this change has 
merely converted ice into slush. 
He adds, however, that the change 
does substantiate the belief that 
spring will bring heavy demand. 
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Spring Weather Brings Upturn in All Car Sales 
New and Used Merchandise 


M ercury ’s Rise 


rom Page 1) 

The very name March, he says, 
has aroused new buying interest. 
New and used car stocks are still 
mounting but are within reason. 
For the next two months, he de- 
clares, the outlook for both vol- 
ume and profit appears to be the 
opportunity that dealers have 
been waiting for for the last six 
years. 

South Feels Good 

New optimism is shown in the 
south where our correspondent at 
Atlanta predicts that the next 
two months should be the best 
of the year. Used car stocks, 
he feels, are now at peak with 
some dealers advertising ridicu- 
lously low down payments on 
used cars and up to 20 months 
to pay. This, he opines, will mean 
disaster when the chickens come 
home to roost next fall. New cars 
are in good demand with allow- 
ances only preventing a runaway 
market at the dealers’ expense. 
By this, he says, means that 
buyers are selling their old cars 
to dealers while the new car is 
largely incidental. 

A summary of these comments 
would seem to indicate that as 
a whole the market only has been 
delayed by the bad weather this 
past few months and that a good 
spring trade may be expected in 
both new and used cars with ac- 
tive service and aocemsery sales. 


Holler Suitactemel 


Texas Centennial Ranger 
DALLAS, Tex.—Gov. James V. 
Allred, of Texas, has commis- 
| sioned William E. Holler, vice- 
president and general sales man- 
ager of Chevro- 
let Motor Co., 
a Texas Centen- 
nial Ranger in 
recognition of 
his eminence in 
the automobile 
industry and his 
friendship for 

Texas. 
The official 
presentation of 
W. E. Holler Holler’s com- 
mission took 
place Saturday in Dallas at the 
grounds of the Texas Centennial 
Exposition. General Manager 
Webb of the exposition made the 

presentation. 


Workers in Seis 


For Entry to Factory 
SOUTH BEND, Ind.—Crashing 
picket lines at the Bantam Ball 
Bearing Co. plant here, 110 em- 
ployes of the concern returned to 
work Thursday and announced 
that they would stay within the 
plant until the trouble is settled. 
This move placed more than 200 
men within the gates of the plant. 
Production, according to Karl 
Herrmann, president, is not lag- 
ging behind schedule. 
Placed more on the 








OUTLOOK for the greatest spring selling season in history of 


Graham-Paige are reflected in this luncheon group. 


Left to right: 


R. C. Hockett, Dallas district manager; Robert C. Graham, executive 


vice-president; F. N. Finke, 


Pittsburgh district manager; 


Robert 


Plum, engineering department, and George E. Curry, Detroit district 


manager. 


available in the plant, officials of 
the striking union local No. 144, 
United Automobile Workers, 
called upon locals of the same 
union in Studebaker and Bendix 
plants here for aid. 


In a step unprecedented in the 
history of South Bend labor dis- 
putes three men, Clifton C. Cone, 
Harold C. Olson and Virgil O. 
Cobbler, have filed suit in superior 
court for a temporary restraining 
order seeking to prohibit the 
union from further interference 
with free ingress and egress from 
the plant. The three men claim 
to represent 175 non-striking 
workers. The suit named as de- 
fendents the United Automobile 
Workers, local 144, and _ the 
officers. 


Union leaders had no comment 
to make on the suit and likewise 
were silent as to whether the 
strike was sanctioned by the 





Dealers Gulliee 
In Detroit For 
Hudson Meeting 


DETROIT.—Hudson and Terra- 
plane distributors and wholesale 
men from Michigan, Indiana and 
Ohio met here Thursday to dis- 
cuss spring selling plans. The 
meeting which was in charge of 
Marion Powers, central district 
manager of the Hudson Motor 
Car Co., is the first of a series of 
such meetings which will be held 
throughout the United States. 
Powers and W. A. James, Hudson 
advertising manager, told of the 
plans for the continuance of the 
spring drive which is already un- 
der way with such a degree of 
momentum that sales records for 


shattered since the introduction 


of the 1936 models. 

At the conclusion of the district 
meeting, the distributors will hold 
similar meetings for dealers and 
retail salesmen at which the 
plans of the company for its 
spring showing of new models will 
be disclosed. Newspaper adver- 
tising will play a large part in 
the spring drive, James stated, a 
larger number of papers being 
used than for many years. 


Hearings to Start 


WASHINGTON .—The 
Motor Carriers of the Interstate 
Commerce Commission this week 
began hearings on proposed regu- 
lations for the protection of pas- 
sengers, shippers and the general 
public in the operation of motor 
earriers for hire, through insurance 
or other form of security. Already 
considerable protest has been made 
against the amounts of financial 


Bureau of 





defensive | 
by the increased man power now 








international organization. the past six years have been 


security proposed. 


"The Gia wat apa 
ate Ready lo Gof 


'THEY’RE in the mood to buy cars NOW in Baltimore—and the way to sell them is through 
the NEWS-POST. For this dominant evening paper reaches virtually all the new.car prospects 


Gayot 


in the Baltimore market, and reaches them with a faster, more alert presentation of the news— 
to stimulate quicker action. Here’s what the NEWS-POST gives you: 


106,829 Home Delivered Circulation—29,000 more than any 
other Baltimore Evening Paper. 

169,062 City Zone Circulation—48.000 more than any other 
Baltimore Evening Paper. 

183.436 Trading Zone Circulation—52,.000 more than any 
other Baltimore Evening Paper. 

200,179 Total Circulation—61,000 more than any other Balti- 


more Evening Paper. 
(Figures from ABC Report—12 months ending September 30, 1935) 


For Sales Results—put the bulk of your schedule in the NEWS-POST 


BALTIMO 


Baltimore’s Family Newspaper 
Represented Nationally by 


HEARST INTERNATIONAL ADVERTISING SERVICE 
RopneyY E. Boone, General Manager 


Che Baltimore American is your best buy: It, too, 
gives you a plus coverage—circulation ods 227,000—the 
largest in all the South, and over 30,000 more than any other 
Baltimore Sunday paper. 


On. Pleuncbe 
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surprise me to see this mark 
beaten before the run is through 
this year. The January start has 


been most encouraging, sales be- | 


ing 18 per cent better than the 
corresponding month 


* * * 


YOUR Inquiring Reporter is 
now en route to his next ob- 
jective, Los Angeles. He’s going 
over the coast route in a Lincoln- 
Zephyr, not because he is not 
still air-minded but because they 
tell me my California education 
will not be completed until I 
take this famous ride. 


San Francisco has been most 
kind to ADN’s editor, what with 
luncheons, dinners and the like. 
There was plenty doing last week, 
but even then I did not wear 


last year. | 





out my welcome, apparently. The 
other noon Harry Elliott, pub- 
licity man for the shows and in 
fact everything of an automobile 
nature around here, sounded the 
dinner bell for the local automo- 
bile editors and this visitor at his 
fine home, Red Gables, at Sau- 
salito, just across the bay. Red 
Gables is one of the show places 
and this Detroiter thanks Elliott 
for his courtesy. 


* * * 


HISTORY SORTA has _re- 
peated itself so far as I am con- 
cerned on this trip to the West 
Coast. That other time I was out 
this way—that was 22 years ago 
for the Vanderbilt Cup road race 
at Santa Monica, I was met at the 
Los Angeles railroad station by 





Fred Pabst, then L. A. correspon- 
dent for Motor Age of Chicago, 
which I then was editing. When 
I dropped out of the sky into San 
Francisco on the 3rd the man who 
met me at the airport and gave 
me the key to the city was this 
same Fred Pabst, no longer a 
newspaper man but now general 
manager here for Don Lee, Inc., 


which handles Cadillac, La Salle | 


and Oldsmobile. 

From Pabst I got an under- 
standing of the operations of Don 
Lee, Inc., which made me realize 
what a power this company is in 
the merchandising of automobiles 
on the West Coast. The company 
operates branches in San Fran- 
cisco, Los Angeles, Oakland, Bur- 
lingame, San Diego and Pasadena. 
Dealerships operated by an inter- 
organization of Don Lee men are 
in San Jose, Beverly Hills, Holly- 
wood, Santa Monica and Long 
Beach. In addition there are 36 
associate dealers. 


Was business good last year 





FOR HIS MONEY! 


means more business for you. Complete igni- 
tion cable sets of Packard FOUR-FORTY and 
Packard LACKARD are attractively packaged in 
colorful cartons that are excellent for window 


and counter display. Sets are available for all 


cars. 


Start today to sell your customers the 


best cable—Packard FOUR-FORTY and Packard 
LACKARD — in the best way for you to make 
more money: in packaged ignition cable sets! 
Packard Electric Corporation, Warren, Ohio. 


It’s human nature for a man to want to 


see what he’s buying. That’s why it’s 


easier to sell him an ignition cable re- 


placement job by showing him a com- 
plete set of Packard FOUR-FORTY or 
Packard LACKARD Cable. Naturally, he 
would rather buy a package of merchan- 


dise than an invisible amount of service 


work. Furthermore, by selling a com- 


plete set of ignition cable, you sell re- 


placements for all cylinders, and that 


REG.U SPAT OFF. 


THE STANDARD WIRING EQUIPMENT OF THE AUTOMOTIVE INDUSTRY 
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with Don Lee? The answer is 
found in the fact that in ’35 there 
were 874 Cadillacs delivered to 
retail customers; 1,405 La Salles 
and with Oldsmobile the Lee or- 
ganizations handled 1,736 of the 
Lansing products—a grand total 
of 4,015 units merchandized by 
this one distributorship. 


* * * 


ANOTHER MIGHTY factor in 
the merchandising of automobiles 
on the Pacific Coast is the ancient 
and honorable house of Earle 
Anthony, who for 32 years has 
represented Packard in Southern 
California) and for 21 years 
handled the same line in North- 
ern California. In addition he 
has represented Hudson - Terra- 
plane in the two territories for 
the past four years. 


Here in San Francisco the resi- 
dent manager is LeRoy Spencer, 
a young veteran who, 23 years 
ago, broke into the industry with 
Moline-Knight in the Chicago 
territory. We had a lot in com- 
mon to discuss when he told me 
he had taken part in the famous 
Around Lake Michigan Reliabil- 
ity Test in 1912, promoted by the 
Chicago Motor Club, and which 
took seven days to go from Chi- 
cago to Detroit. I, too, was 
mixed up in that. 


Under Spencer this branch has 
increased its Packard outlets 
from seven to 28 in the past year. 
In addition there are 58 dealers 
in Northern California selling 
Hudson-Terraplane. In Southern 
California Anthony has 29 Pack- 
ard dealers and 69 selling Hud- 
son-Terraplane. And in all Cali- 
fornia last year Anthony sold 
2,637 Packard One Twentys and 
588 of the senior line, while with 
Hudson -Terraplane he moved 
4,551 units, a total of 7,676 for the 
two makes. 


* * * 


BILL HUGHSON, oldest of 
Ford dealers and former presi- 
dent of the San Francisco Motor 
Car Dealers Assn., and this col- 
umn conductor, strolled nearly 
half way across North Bay at 
Golden Gate the other morning. 
Few, or rather comparatively 
few, have done this, but after 
May of next year it will be easy 
of accomplishment because at that 


| time it is expected the gigantic 


Golden Gate bridge will be thrown 
open to traffic, connecting San 


| Francisco with the Redwood Em- 
| pire on the other side. 
the mystery out of this athletic 


To take 


feat, let it be stated that Hugh- 
son and the writer were privileged 


| to inspect the progress of this 


$35,000,000 project and our walk 
was taken over the temporary 
terra firma that runs to the mas- 
sive tower near the San Francisco 
side, the starting point of the 
single span that will string across 
the channel. 


* of * 


SAN FRANCISCO at this time 
is distinctily bridge-conscious. Al- 
ready one bridge across East Bay 
that will hook up San Francisco 
and Oakland is so nearly done 
that it is expected it will be ready 
for automobile traffic by Novem- 
ber of this year. The Golden Gate 
bridge, started later, is being 
pushed rapidly but it will be an- 
other year before it can be put 
into commission. 


When these two bridges are 
opened to the public it will mean 
much to the motoring public, for 
in the case of the East Bay 
bridge, it will mean the elimina- 
tion of ferries and speed up auto- 
mobile traffic immeasurably, just 
as has the Holland Tunnel be- 
tween the New York and New 
Jersey shores. Where it takes 20 
minutes now to cross the bay at 
this point, with the bridge the dis- 
tance should be made in five or 
six minutes. 

* on * 


RIGHT HERE is proof for the 
motor industry that co-operation 
on the part of the manufacturers 
and dealer can be made to pay 
dividends in advancing their busi- 
ness interests. Twenty years ago 
the San Francisco automobile 
dealers started to work for the 
elimination of the turtle-speeded 








ferries, realizing that if the bay 
could be bridged thousands and 
thousands more automobiles could 
be sold. The dealers did not hesi- 
tate to put their own money into 
the agitation and it is said that 
they have spent at least $75,000 
in the movement. More than any 
other one industry, the automo- 
bile dealers off the twin cities are 
responsible for the building of 
these two magnificent bridges. 
Their reward is bound to come 
later. 
x * 


A LETTER which comes to me 
here in San Francisco from A. W. 
L. Gilpin informs me that the 
former general manager of Pon- 
tiac who resigned because of ill 
health sails today with Mrs. Gil- 
pin for Honolulu, where the vet- 
eran hopes to enjoy a well earned 
rest. 

* *” * 


WHEN YOU HOP a taxi here 
in San Francisco and settle back 
in your seat, you notice a sign, 
“No charge for traffic delay.” 
And if you are a stranger you 
get inquisitive and find that the 
Yellow Cab Co. of California is 
springing something new on the 
traveling public. For a little 
gadget which goes into operation 
at every traffic stop cuts out the 
meter so that while the cab is 
held up waiting for the go-ahead 
nothing is being charged against 
the customer—he’s paying for 
just what he is getting in the 
way of traveling. 

The gadget is still unnamed— 
its been in operation here for 
a little over 30 days. I’m told 
that in that time the company 
has more than doubled its gross 
receipts, which seems strange in 
that it is claimed the patron saves 
about 20 per cent in not being 
charged for traffic delays. Mebbe 
this is explained by the fact that 
the public has taken most kinaly 
to the innovation and showing 
its appreciation by using the 
taxis more liberally. 


* * * 


ALL, THIS CAME out when I 
dropped in on Jimmy Waters 
here. He is De Soto distributor, 
with 32 counties in northern Cali- 
fornia and with 65,dealers selling 
his stuff. Jimmy knows all about 
this taxicab matter, for he has 
sold the Yellow Cab Co. of Cali- 
fornia, which operates both here 
and in Los Angeles, its big fleet of 
De Soto cabs. Already Waters 
has sold the company 410 De 
Soto cabs and the day before I 
called he had received an addi- 
tional order for 350 more, which 
are to be put in service as fast 
as they come through from the 
factory. 

This will make 760 in all which 
have been sold on this one order 
since April, 1935, when 133 were 
purchased. In September of the 
same year 277 were purchased 
and now comes the third one. 


*” * + 


WATERS’ SPACIOUS estab- 
lishment on Van Ness avenue has 
a most interesting history. It 
first was built for Willy-Overland 
when Harry T. Dunne was run- 
ning things for W-O out this way. 
It is said he paid better than a 
million smackers for it, and it 
looks it. But it was another one 
of those straws that so often 
break the camel’s back and so in 
due course of time Chester 
Weaver, then representing Stude- 
baker, took it over for a half 
million dollars. Young Waters 
then was selling used cars for 
Weaver. Now he parks himself 
in the big office where Weaver 
used to sit when Waters worked 
for him. 

As for Waters, he has demon- 
strated that he needs all the el- 
bow room afforded by this million 
dollar building, for in 1935 he 
and his dealers sold something 
like 8,000 De Sotos, according to 
his books. Waters also operates in 
Los Angeles—in fact, he seems 
everywhere on this West Coast. 
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Chevrolet Sales Reach 


th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Buick’s Royal Blood 


This week King Edward VIII ordered a Canadian-built 


Buick, the first time an English king has bought a car | 
other than a Daimler. Arthur Kudner, Inc., Buick’s agency, | 


will use 150 newspapers early next week to spread the 


story. 


It was a sensation in British automotive circles, accord- 
ing to Time (Mar. 16) which continues: 


“The United Kingdom’s 
sensitive to Canadian competi- 
tion, has not hesitated to sneer in 
paid advertisement at ‘the Amer- 
ican cars which are so conveni- 
ently brought in from Canada’ 
under Empire tariff agreements. 
At great advertising expense a 
feeling has been nurtured that to 
buy a Canadian car from beyond 
the seas is not really to ‘Buy 
British.’ This notion was blasted 
and a page of Empire business 
history turned when it was an- 
nounced by London’s Buick Sales 
Manager that King Edward had 


Says Used Cars 
Should Yield 
Dealer Profits 


DETROIT.—Used cars are not 
the hopeless problem that many 
dealers think, asserts Jack Brad- 

ley, who claims 
that by adopt- 
ing proper mer- 
chandising and 
common sense 
selling practices 
used cars can be 
moved quickly 
and profitably. 
Bradley has had 
17 years experi- 
ence in success- 
ful used car 

Jack Bradley merchandising. 

He points out that there are 
three obstacles which the dealer 
must overcome to get rid of used 
cars. The first handicap which 
must be surmounted and one 
which prevents used car selling 
is the lack of proper 
ditioning. Cars should be started 


through the reconditioning pro- | 
cess just as soon as the traded-in | 


car arrives in the dealers stock. 
Next, he says, the majority of 
used cars are not properly dis- 
played when ready for sale. The 
final step is advertising to bring 
the buyers into the store or the 
lot. 

“Reconditioning,” Bradley says, 
“is probably the most important 
step in used car selling activi- 
ties because the used car pros- 
pect is just as critical as’ the 
buyer of a new car.” 


Next in line in Bradley’s pro- 
gram is advertising. He contends 
that when the dealer uses up to 
date advertising to attract trade 
to the extent of telling the story 
of what he has for sale, as well 
as the price, so as to get the 
buyer into the store, then the 
appearance and the display will 
make it easy for the dealer to 
get rid of his used car stocks. 


Nation-Wide Bus Line 
Unites Five Companies 


CHICAGO. — A new coast-to- 
coast, border-to-border passenger 
bus network was revealed here 
with the announcement of forma- 
tion of the National Trailway Sys- 
tem. 

Operating a total of approxi- 
mately 150,000 miles daily over the 
highways of the country, this new 
association will be made up of a 
group of long established bus 
transportation companies, includ- 
ing the Santa Fe Trail System, 
the Burlington Transportation 
Co., the Missouri Pacific Trans- 
portation Co., the Frank Martz 
Coach Co., and the Safeway Lines. 


i ncnamenet 
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motor industry is acutely 


ordered an enclosed Buick built 
to his special order in Canada at 
Oshawa.” 


Laugh 

The Chrysler Air Show is tie- 
ing in with Plymouth’s Ed Wynn 
show by impersonating Wynn's 
laugh and the laugh of the or- 
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chestra on Wynn’s show. At the 
conclusion of the Chrysler pro- 
gram come the impersonations 
and the announcer tells Wynn 
to get back on his own show and 
reminds listeners to tune in on 
Gulliver the Traveller at 9:30. 
The announcer concludes the tie- 


| up by telling the audience that 


Plymouth cars can be bought 


from Chrysler dealers. 


Howard L. Spohn 


Howard L. Spohn, account ex- 
ecutive of the Gardner Advertis- 
ing Co., New York, died in Lan- 
sing, Mich., last week at the age 
of 55. He had been with Gardner 
since 1924, except for a brief time 
when he was associated with 
McGraw-Hill Publishing Co. 
Prior to 1924 he was account ex- 
ecutive of the Charles H. Fuller 
Co., Chicago, and vice-president 
of the Class Journal Co. 


Mr. Spohn had been associated 
with the automotive field for 20 
years. 

At Gardner he had charge of 
the Timken account. 
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70,087 in 


DETROIT. Chevrolet Motor 
Co. has reported retail sales of 
cars and trucks in the United 
States in February totaling 70,087. 
Sales for the year to Mar. 1 total 
145,789, a new record for the first 
two months of a year, the best 
previous record of 133,999 having 
been established in 1929. Sales for 
the same period last year were 
87,677. 





With the gains in retail sales 
of new cars, says Chevrolet, there 
have been corresponding increases 
in the sales of used cars. Febru- 
ary used car sales showed an in- 
crease of 65,000 units over Febru- 
ary, 1935, with a total of 149,698. 
This is a new high total, the best 
previous February record having 
stood at 90,046 units since 1930. 
Used car sales for January and 
February total 316,662 units, high- 
est in Chevrolet’s history, and 
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nearly double the previous record 
of 167,055 used car sales in the 
first two months of 1931. 

The increased used car activity, 
according to a statement by W. 
E. Holler, vice-president and gen- 
eral sales manager, reflects not 
merely improved buying condi- 
tions throughout the country, but 
the beneficial effects of the com- 
pany’s continuous and systematic 
campaign of used car advertis- 
ing in newspapers and magazines. 


$500,000,000 

TORONTO (UTPS)—Canada’s 
tourist trade should be worth more 
than $500,000,000 a year within the 
next two years, D. Leo Dolan, direc- 
tor of the Canadian Travel Bureau, 
told the 19th annual convention of 
the Canadian Bicycle and Sports 
Goods Assn., here. 
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@ NATIONAL ADVERTISING like this 


in the Saturday Evening Post and Collier’s is emphasizing the importance of 
genuine Safety Plate Glass replacements and making it easier for you to keep 
your good customers from making an unwise substitution when a window, 
wing or windshield breaks. If the job goes through your hands, make sure 
that L-O-F Safety Plate Glass is used. 
LIBBEY - OWENS-FORD GLASS COMPANY... TOLEDO, OHIO. 
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Higher Priced Cars Show Sharp Upward Swing 


January Registrations 


Topped Only by 1929 


(Continued from Page 


the swing to higher priced cars 
can be taken as definite evidence 
that the country has turned the 
corner made famous by former 
president Hoover. 

While the industry as a whole 
gained 57.8 per cent over Janu- 
ary last year, many higher priced 
cars showed increases double and 
triple that figure. Cadillac, for 
instance, jumped 188.2 per cent 
and LaSalle 93.8 per cent. Buick, 
with its wide price range and 
even its smallest cars above the 
low bracket, scored an increase 
of 116.2 per cent. Oldsmobile 
and Pontiac gained 159.4 per cent 
and 126.6 per cent, respectively. 

Lincoln, aided by the introduc- 
tion of the Zephyr, leaped from 
115 in January, 1935, to 801 in 
January this year, for a gain of 
596.5 per cent. 

Packard Up 603% 
; Packard continued its sweep- 
ing increases started last year 
with the introduction of the One 
Twenty and scored a gain of 
603.0 per cent. 

Chrysler was up 89.6 per cent; 
De Soto, 84.3 per cent and Dodge, 
69.7 per cent. Plymouth, among 
the three lowest, went up 20.2 per 
cent, a good gain but not com- 


parable to those made by higher | 
in the same | 


priced cars. Ford, 
class, showed a gain of 9.5 per 
cent. Chevrolet increased its 
Sales 137.2 per cent, but it must 


be remembered that in January | 
last year Chevrolet was not in| 


full production, which accounts, 
to a certain extent, for this spec- 
tacular percentage gain. 


Back to the medium price class 
again, Hudson was up 33.0 per 
cent and Terraplane 


cent. LaFayette and Nash in- 


creased 32.5 per cent and 76.1) : ; 
| ing down January registrations 


per cent, respectively. 


Pierce-Arrow Gains 


Graham was up 49.6 per cent 
and Studebaker 47.2 per cent. 
Pierce-Arrow, 
the top-price bracket exclusively, 
gained 12.0 per cent. Willys was 
up 164.7 per cent, which may be 
taken as an indication that Willys 
has gained a foothold and is well 
on its way to reorganization and 


a clear slate after three years of | 


Thompson Prod. Names 


Duggan Service Mer. | 


CLEVELAND.—Tom O. Duggan 
has been promoted from mer- 
chandising director of Thompson 

Products,  Inc., 
to general 
manager of the 
company’s serv- 
ice division, ac- 
cording to an 
announcement 
by Frederick C. 
Crawford, presi- 
dent. Duggan’s 
promotion fills a 
position left va- 
cant for several 
years. 

Duggan joined the service di- 
vision of Thompson Products in 
1931 following four years as mer- 
chandising director of the Na- 
tional Standard Parts Assn. He 
began his business career in 1910 
in the shop of the Independent 
Motor Car Co., Denver, Colo. 


Sales Climb 

YOUNGSTOWN, O. — New car 
sales here in February were higher 
than sales in both the previous 
month and the corresponding month 
of 1935, records of the county clerk’s 
office show. Last month 506 new 
motor vehicles were sold and regis- 
tered by local district dealers. In 
January new car sales were slightly 
lower with a total of 459. 

Records for 1935 show 
February only 280 new 
were sold. 


that in 
vehicles 





| Packard, all of them 
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54.8 per| 


last stronghold of | 





1) 


receivership. Reo increased 5.7 
per cent over January last year. 

Among those showing a drop 
are Auburn, down 58.6 per cent, 
and Hupp, now out of produc- 
tion, down 40.5 per cent. The 
new Cord did not get into pro- 
duction until February. 

According to manufacturing 
groups, General Motors showed 
the biggest gains—126.6 per cent. 
Ford-Lincoln gained 11.0 per 
cent, the Chrysler group 38.1 
per cent, Hudson-Terraplane, 48.2 
per cent and Nash-LaFayette 
54.0 per cent. Among the inde- 
pendents, Packard, Willys, Gra- 
ham and Studebaker made noted 
gains in the order named. 


Breaking down the January 
figures into makes and their per- 
centage of the industry’s total, 
Chevrolet takes the lead. Its 
top-mark sales of 62,999 units ac- 
counted for 28.9 per cent of all 
cars registered. Ford, 50,744 and 
second in total registrations, took 
up 23.5 per cent of the month’s 
total, and Plymouth, with 29,922, 
placed third in volume and per- 
centage of total, scoring 13.8 per 
cent. Last year’s percentages 
for the same cars, in the order 
named, were 19.4, 33.8 and 18.2. 


Purse Strings Loosened 


Out of the lowest _ priced 
bracket, the cars accounting for 
a greater share of the industry’s 
total than they did last year in- 
clude Buick, Cadillac, LaSalle, 
Oldsmobile, Pontiac, Lincoln, 
Chrysler, De Soto, Dodge, Nash, 
indicating 
the automobile buyer is 
loosening the now-famous purse- 
strings and climbing up a notch 
or two. 

Accompanying is a table break- 


into sales, percentages of total, 
unit gain and percentage gain, 
for this year and last. 

With January now history and 
first reports from February now 
coming in, all indications point 
to continued good sales. Wayne 
County (Detroit) registrations for 
February show sales holding up 
better than many anticipated last 
fall and carry out the trend 
toward higher priced cars re- 
gaining their share of sales. 


Fall Fears Allayed 


Dealers in every section report 
sales booming and all fears that 
last fall’s sales would cut a slice 
out of the spring market seem 
by now pretty well allayed. It 
looks now as if this summer 
America will be roaming the 
roads on a little longer wheel- 
base. 

Following are January registra- 
tions for the last eight years: 


January, 1929 
January, 
January, 
January, 
January, 
January, 
January, 
January, 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


FORD GROUP 


STATES 


Total, 47 States 
for January 


California 





New York 


Total, All States 


for January 





January Sales Breakdown 


Cadillac 
Chevrolet 
LaSalle 
Oldsmobile 
Pontiac 

General Motors Total 
Ford 
Lincoln 

Ford Total 
Chrysler 
De Soto 
Dodge 
Plymouth 

Chrysler Total 
Hudson 
Terraplane 

Hudson Total 
LaFayette 
Nash 

Nash Total 
Auburn 
Graham 
Hupmobile 
Packard 
Pierce-Arrow 
Reo 
Studebaker 
Willys 
Miscellaneous 

Grand Total 


*Loss 


Jan. ’36 % 
of Industry 


4.2 


Jan. 

1935 
4,240 
297 
26,549 
369 
4,453 
5,864 
41,772 
46,306 
115 
46,421 
1,924 
1,261 
8,978 
24,873 
37,036 
1,317 
3,010 
4,327 
851 
833 
1,684 
486 
596 
552 
431 
50 
228 
2,677 
267 
108 


136,635 


” Jen. 
1936 


9,169 
856 
62,999 
714 
11,552 
9,377 
94,667 
50,744 
801 
51,545 
3,666 
2,325 
15,240 
29,922 
51,153 
1,752 
4,661 
6,413 
1,128 
1,467 
2,595 
201 
892 
328 
3,030 
56 

241 
3,943 
707 

11 


215,782 





See 37,100,000 Registrations 
In Next Quarter Century 


NEW YORK. — The year 1960 
will find about 43 per cent more 
motor vehicles traveling the roads 
of the United States, it is esti- 
mated by the American Petro- 
leum Institute. A recent survey 
by institute committees developed 
expectations that the 22,400,000 
passenger vehicles registered in 
1935 would increase about 39 per 
cent in number to 31,100,000. It 
was estimated that the 3,600,000 
motor trucks would increase in 
number to 6,000,000. Total regis- 
tration for 1960 was estimated at 
37,100,000 as compared with 26,- 
000,000 for 1935. 

It is estimated that the number 


of persons per car, 5.7 in 1935, will | 


Passenger Cars 

22,400,000 3,600,000 
4,300,000 
4,800,000 
5,300,000 
5,650,000 


31,100,000 6,000,000 


Wayne Registrations 


Led by Ford in February 

DETROIT.—Ford led in pas- 
senger car registrations for Feb- 
ruary in Wayne county (Detroit) 
with 2,781 units. Chevrolet was 
second for the month with 1,429, 
while Dodge came third with 596 
passenger cars. 

The Ford February figure of 
2,781 was under that for the same 
month in 1935, when 3,864 Ford 
cars were registered in Wayne 
county. Chevrolet, with 1,429 reg- 
istrations in the month just passed, 
was ahead of its showing in Feb- 
ruary, 1935, when 849 cars were 





Motor Trucks 





become 4.7 in 1960. Fuel consump- 
tion per car is seen as increasing 
from the average of 690 gallons 
per vehicle per year in 1935 to a 
peak of 730 gallons in 1940, and 
then declining to 670 gallons in 


1960. While it is believed that the 


number of miles traveled by each 


car per year will continue to in- |- 


crease, it was predicted that there 
would be a decided trend toward 
cheaper and lighter vehicles con- 
suming less fuel. There were 


| indications of an increase in the 


use of diesel fuels for heavy ve- 
hicles. 

Following are estimates by five- 
year periods: 
Average 
of Fuel 


Consumption 
690 gal. 
730 
720 
710 
690 
670 


Persons 
Per Car 


5.7 
5.3 
5.1 
4.9 
4.8 
4.7 


Total 


Registration 
26,000,000 
29,200,000 
31,500,000 
33,900,000 
35,450,000 
37,100,000 


registered in this area. Dodge, 
with 596 registrations, was just 
300 cars ahead of last year. 


The remainder of the field ran 
in the order named: Plymouth, 
fourth, with 568 cars; Oldsmobile, 
fifth, 334 cars; Pontiac, sixth, 301 
ears; Terraplane, seventh, 204 
cars; Buick, eighth, 197 cars, and 
Packard, ninth, with 118 cars. 

The truck registration list in 
Wayne county for February was 
headed by Ford with 379 units. 
Second was Dodge with 169 units, 
and third place went to Chevro- 
let with 121 units. Fourth and 
fifth places were held respectively 
by GMC with 42, and Interna- 
tional with 17 registrations. 








Jan. ’36 
Unit Gain 
4,929 
559 
36,450 
345 
7,099 
3,513 
52,895 
4,438 
686 
5,124 
1,742 
1,064 
6,262 
5,049 
14,117 
435 
1,651 
2,086 
277 
634 
911 
*285 
296 
*224 
2,599 
6 


Jan. ’35 % 
of Industry 


3.1 


13 
1,266 
440 
*97 
79,147 





Even With a Map 


Tags Get Lost 
MEMPHIS (UTPS).— 
Lost—12,000 brand new 1936 
automobile license tags 
somewhere between Mem- 
phis and St. Louis. The tags 
left St. Louis at the same 
time another shipment was 
made, but they didn’t arrive 
together. Railroad and high- 
way officials are trying to 
find them. 

The tags are in the shape 
of the state of Tennessee, 
but even with a map they 
were lost. 








Motor Wheel Names 


Directors and Officers 


LANSING, Mich.—All directors 
of the Motor Wheel Corp. were 
re-elected at a meeting of the 
stockholders here Mar. 10. Harry 
F. Harper will continue as presi- 
dent; J. E. Garland, vice-presi- 
dent in charge of manufacturing; 
J. Harold Hunt, vice-president in 
charge of engineering; C. S. 
Holden, vice-president in charge 
of sales; M. S. Cotes, vice-presi- 
dent in charge of the heating di- 
vision, and Clarence C. Carlton, 
secretary. D. L. Porter is vice- 
president and treasurer. 


These officers, except Cotes, and 
the following constitute the board 
of directors: O. A. Jenison, Ray 
Trotter and E. C. Shields, of 
Lansing, and G. E. Rentschler, of 
Hamilton, O. 


Beacham Transferred 


JACKSONVILLE. Charles R. 
Beacham, for nine years connected 
with the Jacksonville branch of the 
Ford Motor Co. and for the last 
two years assistant manager has 
been transferred to Norfolk, Va. as 
assistant branch manager there. 


NEW PASSENGER CAR REGISTRATIONS 


CHRYSLER GROUP 


42494 


12289) 25387 
31417 


7500| 21236) 
1014; 1555) 

727| 2028] 
1937| 2980) 

751| 1609| 
15240| 29922) 
8978] 24873} 
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1664 
259) 
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142| 
3666) 
1924| 


1887] 
1017 
194] 
163 
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5637 

2583 
51153 | 


244| 
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634; 44803 
83] 40277 
54) 2589 
2398 
4153 
3746 

51545 
46421 


44169 
40194 
2535] 
2380) 
4040) 
3732| 
50744| 801 
115] 


and Metropolitan New York area which are compiled by Sherloek & Arnold 


GENERAL MOTORS GROUP 


81506 
36662 
4202 
2666 
8959 
2444 
94667 
41772 


9249) 
3769 
676| 
349| 
| 1627 
87| 885 
714| 11552 
369 4453) 


ww LaSalle 
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1100} 


62999) 
26549) 
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Trailer Plant Methods Are Now Standardized | 


Production Meth ethods Rule in 
Many Building Operations 


By 

DETROIT. The camp trailer 
manufacturing business is rapidly 
becoming a stable automotive in- 
dustry, patterned along automo- 


tive lines as far as progressive | 


assembly, standardization of de- 
sign and the use of patterns and 
templates are concerned. 


Today a number of builders of 
these portable houses and mobile 
show rooms are manufacturing on 
regular schedules that in at least 
one instance calls for as high as 
65 jobs a day during the next 
three months and with the manu- 
facturer seeing no appreciable let 
down in his demand at the end 
of this scheduled run. 


Judged from the _ indications 
shown in a number of camp 
trailer manufacturing plants vis- 
ited by ADN representatives dur- 
ing the week, a new automotive 
industry has arrived just in time 
to take care of a fast growing 
demand on the part of the Amer- 
ican public for additional trans- 
portation convenience that can 
be enjoyed by every owner of a 
motor car. 


Source of Profit 


If the car dealer who is looking 
for another source of revenue for 
his business which will not add 
to his overhead expense but can 
be sold by his present salesmen 
to his normal clientele would 
visit a number of the better camp 
trailer plants I firmly believe 
that he would soon feel that he 
was overlooking an extra revenue 
source that might conceivably 
grow into an important percent- 
age of his net profits. The attrac- 
tiveness of the modern trailers, 
their evident workmanlike con- 
struction and their absence from 
the major drawbacks of service 
and trade-ins today make them 
an attractive sales item. The 
hustle and bustle around these 
plants and the statement which 
is constantly being heard of be- 
ing away behind in orders al- 
though the real selling season has 
hardly started can not help but 
impress one that there is an at- 
tractive market that is waiting 


JACK WEED 


for the enterprising dealer to 
capitalize. 

At least two finance companies 
who have investigated the possi- 
bilities of this vehicle new to 
mass production, have set their 
stamp of approval on its commer- 
cial possibilities for the automo- 
tive dealer by providing finance 
plans, both floor and retail, for 
those trailer builders whose fi- 
nancial and dealer set up meets 
their requirements. 


Standardized Parts 


The modern camp trailer is be- 
ing constructed definitely to suffi- 
ciently close limitations so that 
each component part (fits all 
others when it reaches the assem- 
bly line. 

Modern trailer manufacture, as 
exemplified in the plant of the 
Covered Wagon Co. of Mt. 
Clemens, Mich., calls for framing 
the under carriage complete with 
side rail members, hitched irons, 
axle assembly and floor first. This 
is done on dollies which can move 
along the assembly line as each 
different assembly is added until 
it comes to the point where the 
wheels with tires inflated are at- 
tached. There the under frame is 
turned over on its wheels and 
progresses along the line acquir- 
ing sides, ends, nose, completely 
assembled top which fits down on 
the sides with the precision of 
automotive assembly, kitchenette 
cabinet work, bunk frames, in- 
terior trim, light fixtures, doors, 
windows and all of the other 
items which go to make up this 
interesting vehicle. 

Makers vary in the amount of 
wood and steel which goes into 
the under carriage but substan- 
tially today, practically all are 
using reinforced wood frames for 
the under carriage, wood frames 
for the side members and tops 
and plywood and some form of 
pressed composition wood for both 
the exterior and interior side 
structure. The woods used are 
selected for their strength and 
lightness as most modern con- 
struction follows the air flow de- 





The undercarriage of the Covered Wagon starts on the assembly 
line. Here the springs, axles, wheels and tires are installed. 


ALL STATES FOR JANUARY, 1936-1935 


With the addition of the two states printed today the compilation for January is 
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Hudson 
Totals 
LaFayette 


961; 1164 
740| = 655 
67,123 
70} 112 
100} 180 
41 66| 


1460) 5699 
1085| 3834 
111 237 | 
157 286 | 
181; 477] 

75, 2074 
851| 833} 


1317| 4327] 


2125 
1395 


the weight of the vehicle. 

While a degree of lightness is 
of course essential, lightness in 
itself is not altogether paramount. 
Strength in ability to not only 
carry weight but to withstand 
shocks and strains incidental to 
its operation over years of serv- 
ice is the greatest requisite. 


Wood Generally Used 

Wood is also generally used to- 
day for another important reason, 
that of withstanding atmospheric 
conditions. Camp trailers must 
not sweat under any climatic 
condition. Unlike houses. they 
have no over hanging eaves to 
protect the sides during driving 
rain storms and therefore they 
must be absolutely moisture proof. 


trailer business’ these 
found that they had to depend 
upon specialty salesmen to sell 
the vehicle as the public was not 
as camp trailer conscious as it is 
today. Then too, in those early 
days of four and five years ago, 
standardization had not become 
general and the makers would 
meet each individual whim and 
fancy of the buyer in the design 
and construction of the vehicle. 


down and to speed up construc- 
tion in order to meet demand the 
industry quickly found out that 
they must standardize on two to 
four models and allow no major 
deviations from these designs. 
This essential has been to a great 


try. 
but has enabled mass production, 


and possibly most important of 
all, a stabilization of sales pro- 
cedure. 

Today automotive dealers can 


well bui]t, well financed camp 
trailer lines assured of the fact 
that there is but one price for 
each model and one set dealer 
discount. 


Dealer Logical Man 
According to A. G. Sherman, 
president of the Covered Wagon 
Co., the automotive dealer is the 
logical sales outlet for the camp 
trailer as he has the proper dis- 
(Continued on Page 23, Col. 1) 
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sign of having the sides carry® 


In the early days of the camp | 
makers | 





But in order to get list prices | 


extent the making of the indus- | 


Standardization has not only | 
fixed a series of price standards | 


a better product for less money, | 
greater precision in manufacture, | 


take on any one of a number of | 
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The woodworking department of the Covered Wagon plant where wood of all types is cut to exact 
dimensions to fit the particular part in which it is used. This busy plant has no time for cut and fit carpentry. 





Jobber Pusition ‘Better 
Says Ruark After Trip 


CHICAGO.—Back from a trip} 
to Washington, B. W. Ruark, 
general manager of the Motor 
and Equipment Wholesalers Assn., 
stated this week that jobbers and 
other independents may find 
much to cheer about in court de- 
cisions, pending national legis- 
lation and organization work to 
strengthen their position. 

Ruark mentioned specifically 
the United States Supreme Court 
decision upholding the West Vir- 
ginia chain store tax act in its ap- 
plication to filling stations leased 
by refining companies; the Robin- 
son-Patman bill establishing the 
carload rate as the maximum 
unit upon which to base charges; 
another bill 
introduction 


to prevent manu- 


facturers from engaging in mar- | 
keting, and significant efforts of | 


to organize na- 
thereby improve 
along competitive 


independents 
tionally and 
their position 
lines. 

With reference to the Supreme 
Court decision in the West Vir- 
ginia case, Ruark stated: 


reported ready for! 





as practiced in lease and agency 
agreements thus receives a major 
check through use of power to 
tax to prevent the growing trend 
toward monopoly in defiance of 
public interest. This high court 
decision is far-reaching in its 
effect on exclusive dealing agree- 
ments wherever they may be 
applied in such way as to re- 
sult in substantial dictation on 
the part of lessors.” 

Ruark’s observations, contained 
in a special bulletin to MEWA 
members, continue: 

“In various states, organiza- 
tions of independent business in- 
terests representing all major 
trades and industries have been 
formed. A national organization 
of independent business interests 
is now in the process of forma- 
tion. Its purpose is to provide 
a national voice for independent 
business. It is also in line with 
greater apprehension on the part 
of the public of the dangers in- 
herent in too highly centralized 
control of production and distri- 


“Abuse of freedom of contract | bution.” 


The Covered Wagon gets its bonnet. The standardized top which 
is built in a separate department is brought to the assembly line and 


placed on the body. Any top must fit any body of each model. 
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Sees Sales Gain 

KENOSHA, Wis.—A 25 per cent 
increase in production in 1935 over 
preceding year, and a 39 per 
cent increase over 1931, the previous 
peak year, was reported by E. W. 
Myers, president of Snap-On Tools 
Inc., manufacturers of 
tools. 


automotive / 
} 


’ 
Production for 1936 has been 
stepped up 20 per cent for 1936 over! 
the 1935 figure, and employment has 
already been increased 10 per cent 
since Jan. 1. 
The company operates 35 branches 
in the United States and Canada and 
has a field force of 559 men in addi- 
tion to the 235 employes in the Ken- 
osha plant. Its 1935 payroll in Ken- 


osha totaled $300,704, compared with / 


a payroll of $162,829 in 1931. 


/ 
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Stock Irregular 
Most of Week; 
Average Down 


By C. J, ALEXANDER 


NEW YORK.—General Motors 
continues to be the most popular 
stock in the portfolios of invest- 
ment trusts, according to an an- 
alysis of the holdings of 78 
trusts by Frazier Jelke & Co. 
General Motors common was 
found in 57 of the portfolios, with 
the next most popular stock, 
American Gas & Electric, held 
by 43. Chrysler and Montgomery 
Ward were tied for third place 
with 40 investment trusts holding 
their shares. 


Only General Motors has ap- 
peared in lists of 15 most popu- 
lar stocks in each one of the 
past five years, having held first 
place for the past three years, 
replacing Consolidated Gas in 
that position. General Motors 
was 10 in 1932 and third in 1931. 
Chrysler first appeared in the 
list of 15 most popular stocks in 
investment trusts in 1933, stand- 
ing fourth, and has held third 
place in the past two years, al- 
though tied in 1935. These were 
the only automotive issues among 
the most popular 15. 


Briggs Favored 


Briggs Mfg. appeared in 15 
portfolios last year, as against 
seven in the preceding year, 
while Borg-Warner was held by 
14 trusts, as compared with nine 
at the end of 1934. Ford of Can- 
ada was held by 13 as against six, 
and Timken Roller Bearing, 19, 
comparing with 12. 

Libbey-Owens-Ford was held in 
19 portfolios as against 18 in the 
preceding year and Goodyear 
Tire, in 15, the same as in 1934. 
Bendix Aviation, Bohn Aluminum, 
Electric Auto-Lite, Mack and 
Nash were held in fewer port- 
folios than in the _ preceding 
year. 

The General American Inves- 
tors Co., Inc., a large investment 
trust, reported this week its hold- 
ings for the end of 1935. They 
included 3,000 shares of Borg- 
Warner, and 5,000 shares of 
Briggs, as against none of either 
a year before. Chrysler holdings 
amounted to 20,000 shares, as 
against 15,000 at the end of 1934. 
Timken Roller shares totaled 3,- 
000, comparing with none in 1934. 
Holdings of General Motors were 
unchanged. 


Dividends Declared 


This was an active week in 
dividend declarations. American 
Chain declared $1.75 a share on 
account of arrears on its pre- 
ferred stock, payable Apr. 1 to 
stock of record Mar. 20. This 
company also announced that it 
had a plan under consideration 
for taking care of the remainder 
of the arrears, amouting to $22.- 
75. The plan contemplates pay- 
ing off partly in cash and partly 
in securities. 

Ross Gear & Tool declared the 
quarterly of 30 cents on its cap- 
ital stock, payable Apr. 1 to 
stock of record Mar. 20. Perfect 
Circle declared the quarterly of 
50 cents, payable Apr. 1, to stock 
of record Mar. 18. Reynolds 
Spring declared the quarterly of 
25 cents, payable Mar. 30 to 
stock of record Mar. 16, Wau- 
kesha Motor declared the quart- 
erly of 15 cents a share, payable 
Apr. 1 to stock of record Mar. 
16. 

Hercules Dividend 


, Hercules Motor declared the 
quarterly of 25 cents, payable 
Apr. 1 to stock of record Mar. 
20. Noblitt-Sparks Industries de- 
clared the quarterly of 37% cents, 
payable Apr. l1tostockof record 
r. 20. Goodyear Tire & Rubber 
f Canada declared the quarterly 
f 62 cents on the common and 
a quarterly of 62% cents on the 
preferred, both payable Apr. 1 
to stock of record Mar. 14. 
Midland Steel Products declared 


© 
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Risto Shares Popular With Investment Trusts 


quarterlies of 25 cents on the 
common, 50 cents on the $2 pre- 
ferred and $2 on the 8 per cent 
preferred, all payable Apr. 1 to 
stock of record Mar. 21. McQuay- 
Norris declared a quarterly of 75 
cents on its capital stock, payable 
Apr. 1 to stock of record Mar. 20. 

L, A. Young Spring & Wire 
declared the quarterly of 75 cents 
on its capital stock, payable Apr. 
1 to stock of record Mar. 19. 
Trico Products declared the 
quarterly of 62% cents on its 
capital stock, payable Apr. 1 to 
stock of record Mar. 11. Ains- 
worth Mfg. declared another spe- 
cial dividend of 50 cents on its 
capital stock payable Apr. 10 to 
stock of record Mar. 31. This 
company paid a special of $1 on 
Mar. 2 and a similar amount on 
Dec. 28. 


Irregular Prices 


The stock market this week 
had to contend with distributing 
news and prices were irregular 
much of the time. The automo- 
tive shares were heavily sold early 
in the week but firmed later. 

The Automotive Daily News 
stock price averages for Mar. 11 
compared as follows with the pre- 
ceding week and a year ago: 

This Year 
Week Change Ago 
45.39 —0.08 19.39 
47.41 0.11 19.89 
44.29 43.66 0.63 20.09 

4 tire-rubbers .... 25.70 26.45 +0.75 12.50 

Among the individual stocks 
to make new highs during the 
week were Bohn Aluminum & 
Brass, Briggs, Briggs & Strat- 
ton, Chrysler, General Motors, 
Hudson, Libbey-Owens-Ford, Mid- 
land Steel Products, Murray 
Corporation, Reynolds Spring, 
Spicer, common and preferred, 
and Thompson Products. 


Walker Dividend 

RACINE, Wis.—Directors of the 
Walker Manufacturing Co. here have 
voted a dividend of 75 cents on 
the $50 par preferred stock pay- 
able Mar. 16 to stock of record 
Mar. 6. The dividend is usually 
paid about Feb. 1, but the plant 
was strike bound early in January 
and records were not available to 
officers, it was said. There are 
18,361 shares of preferred out- 
standing on which dividends of $3 
have been paid annually. 
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Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, 3:30 P.M.—Motor shares settled down some- 
what today after the heavy selling of yesterday, although 
the close show fractional losses as a rule. Chrysler was 


weaker selling off more than two points. 


was fractionally lower. 


General Motors 








Alma Offering 
200,000 Shares 


DETROIT.—Offering of 200,000 
shares of $1 par stock by Alma 
Motor Co., was announced this 
week by William B. Wolf, vice- 
president and fiscal agent. 

The offering is not limited as 
to income or appreciation, being 
non-retirable and full participat- 
ing with the junior common 
issue, yet being preferred as to 
assets, and 6 per cent cumulative 
after Jan. 1, 1937. 

The Alma Motor Co., from pro- 
ceeds of the issue, is to take over 
and operate on an expanded basis 
the business carried on during the 
past several years by the Alma 
Mfg. Co., in that company’s plant 
at Alma, Mich. The chief prod- 
uct of the company is a driving 
front axle and transmission unit 
for the conversion of a standard 
Ford or Chevrolet one and one- 
half ton truck into a four-wheel 
drive truck. The change is ac- 
complished by an_ installation 
made directly in the field. The 
units are to be sold through the 
approximately 16,000 dealers of 
Chevrolet and Ford in the United 
States and abroad. 

In addition to the commercial 
field, there is a demand for this 
type of unit, Wolf stated, for mili- 
tary ordinance work. 








Trico Products Closes 


Best Year in History 
BUFFALO. — Trico Products 
Corp., automobile accessory man- 
ufacturers, reported the highest 
profit in its history for 1935 and 
more than double the 1934 mark, 
the company’s annual _ report 
showed last week. 

Profit amounted to $3,567,404, 
equivalent to $5.28 a share. In 
1934 profit amounted to $1,771,558, 
or approximately $2.80 a share. 

In his report to stockholders, 
President John R. Oishei declared 
that operations for the year re- 
flected “the effect of market stim- 
ulation as a result of the two in- 
troductory periods of newly-de- 
signed motor cars, giving the ef- 
fect of augmenting the customary 
seasonal demand. 

With the 1936 outlook. promising 
additional business, the company 
is planning to spend about $500,- 
000 for additions to the plant, he 
declared. 


Raybestos-Manhattan 


BRIDGEPORT, Conn. — Directors 
of Raybestos-Manhattan, Inc., have 
voted an increase in the quarterly 
dividend of 12% cents a share for 
the quarter ending Feb. 28. The 
payment will be at the rate of 37% 
cents as compared with 25 cents 


| paid previously. The company earned 


$1,374,423.34 in 1935, equivalent to 
$2.16 per share, comparing with net 
income of $750,819, or $1.17 a share, 


' during the previous year. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, MARCH 13, 1936 


(Furnished by Wm. ©. Roney Company, Union Guardian Building, Detroit) 





1936 
High 


Low 


NEW YORK 


12 Allis. ‘Chalmers Mig. 
10 American C. & F. 

8 American Chain .... 
15 
11% 


41 


Bendix Aviation 
Bethlehem Steel 
Bohn A. & B. 
Borg-Warner 
Briggs Mfg. 
Budd Mfg. 

Budd Wheel Co. 


391/, 


Co., E. G. 


Chicago Yellow Cab a : ees 


Chrysler 

Clark Equipment 
Cleveland Gr. 
Collins & Aikman 


Commercial Credit ............ 


Commercial Investment T. 


Continental Motors ...... 


Curtiss-Wright ae 
Curtiss-Wright A . 
du Pont de Nemours 
Eaton Mfg. . 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 


rar. Ge Mh cd can acaa as 


Gabriel Co. A . 
General Electric (80c) . 
General Motors 
Glidden 

Goodrich, B. P. 
Goodyear T. & R. 
Graham-Paige ee aa 
Hayes Body Corp. ...... 
Houdaille-Hershey 
Houdaille-Hershey 
Hudson Motor 

Hupp Motor ..... i 
International Hesvester 
Johns- Manville 
Kelsey-Hayes W. 


Kelsey-Hayes W. B. ........... 


Lee Rubber & Tire 


Auburn Auto .......... a 


a dee 





Last Sale 
Mar. 13 Mar. 6 


1936 


NEW YORK 





44 4612 
33, 39 
43 47, 
47, 52% 
235 26 
52, 59 
57% 63 
77% 82% 
58Y, 63% 
13% 14, 
11% 134% 
24 24, 
91% 100% 
34), 383/, 
42 44, 
42 48 
484% 51% 
62%, 61 
2% 3p 
8, 7 
; 18% 
... 141% 150 
29% 2% 
383/, 42% 
50/2 
32% 
10's 
29/, 
5, 
371, 
593/, 
45/4 
18 
26% 287 
31/, 4 
By, 


Libbey- 


Marlin 


Motor 
Motor 


Pacific 


Spicer 


U. &. 
U. S$. 
37g 
White 
32 
52 Young 
63% 
507s 
Bendix 


Perfect 
Pines 


Owens-Ford Glass ....... 


Ludlum Steel : 
Mack Trucks (1) 


Rockwell 


Midland Steel ......... 


Products 
Wheel 


Mills 


Packard 

Raybestos Manhattan 

Reo Motor .... 

Republic Steel Corp. a 
i a cades ters 
Sparks- 


Withington 


Stewart-Warner . 

Studebaker 

Thermoid Co. > 

Thompson Products ............ 
Timken-Detroit Axle .......... 
Timken Roller Bearing ......... 


Industrial Alcohol 
Rubber . 


Westinghouse E. & M. ........ 


Motors 


Yellow Truck 


Spring & Wire 
CHICAGO 


Asbestos Mfg. 


Aviation 


Borg-Warner 
¥, Houdaille-Hershey B 
2 /, Modine Mfg. 


Circle 
Winterfront 


DETROIT 


Federal Mogul 
Hall Lamp Co. 


Hoover Steel Ball 
Murray Corp. 


Timken-Detroit 


$2,231,378 Net 
For Year Shown 


By U. S. Rubber 


NEW YORK.—The consolidated 
balance sheet of the United States 
Rubber Co., for the year ended 
Dec. 31, 1935, shows a profit of 
$7,278,611, after deduction of in- 
terest of $3,459,784, depreciation 
of $5,581,878 and income taxes 
of $1,535,959. Other charges re- 
duced the profit to $1,731,378. To 
this was added a dividend of 
$500,000 from the U. S. Rubber 
Plantations, Inc., resulting in a 
profit for the year of $2,231,378. 

Net sales for the year amounted 
to $127,793,615 after the deduction 
of all returns, discounts, sales and 
excise taxes, transportation and 
other allowances. This constituted 
an increase of $22,316,743, or 21 
per cent over 1934. 


Pittsburgh Plate 
Net $11,398,739; 
Payroll Up 38% 


PITTSBURGH.—The 52nd an- 
nual report of the Pittsburgh 
Plate Glass Co., just issued, shows 
that net income for the year 
amounted to $11,398,739. Stock- 
holders were paid dividends to- 
talling $6,426,070, or at the rate 
of $2.90 a share. Taxes for year 
were $3,208,243, an increase of 82.4 
per cent. Payrolls were 38.1 per 
cent higher in 1935 than for 1934. 
The average number of employes 
during 1935 was 14,390, compared 
with 12,047 for 1934. Average hour- 
ly pay rates for factory workers 
are now higher than in 1929. 

On Dec. 31, 1935, current assets 
amounted to $45,013,998 and cur- 
rent liabilities amounted to $9,- 
061,489. Net working capital was 
$35,952,509. This compares with 
Dec. 31, 1934, figures as follows: 
current assets, $35,437,984; cur- 
rent liabilities, $4,875,665; net 
working capital, $30,562,320. 


Borg-Warner’s 
Net $5.89 in Year 


CHICAGO.—Report of Borg- 
Warner Corp. for the year ended 
Dec. 31, 1935, certified by inde- 
pendent auditors, shows net profit 
of $6,982,732 after depreciation, 
interest, provision for federal and 
dominion income and_ excess 
profit taxes, equal after pre- 
ferred dividends to $5.89 a share 
on 1,150,938 shares of common 
stock outstanding exclusive of 
treasury stock. This compares 
with a net income of $3,750,576 
or $3.06 a share on 1,150,922 com- 
mon shares, in 1934. 

Current assets as of Dec. 31, 
1935, including cash and market- 
able bonds of $9,069,704, amounted 
to $23,720,220 and current liabili- 
ties were $6,340,900, compared 
with cash and marketable securi- 
ties of $7,841,950, current assets 
of $20,167,844 and current liabili- 
ties of $4,688,327, as of Dec. 31, 
1934. 

“The first quarter of 1936 will 
probably show a reasonable in- 
crease in sales volume and profit 
over the corresponding period of 
1935,” states C. S. Davis, presi- 
dent of the company. “Neverthe- 
less, it is difficult at this early 
date to forecast results for the 
entire year. Elements of uncer- 
tainty as to the prospects of busi- 
ness in general still exist and the 
industries in which Borg-Warner 
is engaged cannot be immune to 
general conditions.” 


Reynolds Profit Up 


JACKSON, Mich.— The Reynolds 
Spring Works reports for 1935 a 
net profit of $394,839 after depreci- 
ation, federal taxes, and charges, 
equal to $2.72 a share on 145,000 no 
par value shares of capital stock. 
This compares with a net profit in 
1934 of $150,637 or $1.04 a share. 
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Trailer Plant Methods Are Now Standardised 


Production Methods Rule in 
Many Building Operations 


(Continued from Page 21) 


play facilities, understands how 
to sell vehicles of this type, has 
the motive power to make demon- 
strations and is already making 
the contacts through his sales 
force to the people who are doing 
the buying. That is why this 
company, considered to be the 
largest in the industry at the 
present time, have been one of 
the first to make finance arrange- 
ments and offer car dealers an 
automobile type franchise speci- 
fying protected territories. He 
also claims that their present au- 
tomobile dealers find that the dis- 
play of a camp trailer on the 
show floor is magnetic in drawing 
visitors into the show room who 
would not otherwise come in. 


The rapid advance of the indus- 
try is vividly portrayed by the ex- 
perience of Silver Dome, Inc., De- 
troit. N, C. Wolfe, president of this 
company which also has a dealer 
finance plan, says that the public 
demand for their product has 
been so great that they have had 
to move to larger factories three 
times in the past five years. Their 
new plant into which they are 
now about to move has a pro- 
duction capacity of 4,000 jobs per 
year and he is confident that this 
will have to be enlarged within a 
year or so. 

Silver Dome has followed auto- 
motive practice of today in rela- 
tion to the finish of their product. 
Synthetic enamels are being used 
for the exterior. 

F. C. Burt, president of the 
Vagabond Coach Co. of New Hud- 


son, Mich., sees that the trailer 
industry will have to follow the 
automotive industry in bringing 
out yearly models, equipping with 
power brakes and complete insul- 
ation for heat and cold as well as 


acoustics. They are now featur- | 


ing yearly models and are offer- 
ing the other 


most of the larger companies 
make their own _ refrigerators, 
windows and hitches. Most of the 
larger companies have their own 
cushion plants as well. 


S. C. Squires of the Associates 
Investment Co. says that his com- 
pany looks upon the camp trailer 
industry as a promising financing 
field that is now in the embryonic 
stage but holds glowing prospects 
for future development. This com- 
pany is now handling finance 


paper for two manufacturers and | 
is watching with interest to see | 


just what will be the resale value 


of repossessed vehicles although | 


so far they have had no experi- 
ence with this phase of the busi- 
ness. Their experience indicates | 
that the industry is still so new 
that those who buy and make 
their initial down payment com- | 
plete the deal within the contract 
time. 

Utility trailer manufacturers are 
also making strides toward mass | 
production and standardization of 
design and construction. These 
units also present an added profit 
possibility for the alert dealer | 
whose sales force can be made to 


items as special. | 
Vagabond Coach in common with | 





see the sales possibilities in sell- | 
ing these units with the car to | 
the buyer who has a commercial | 
use for them. 





The dining and culinary facilities of this Silver Dome give it the 
appearance of an apartment dinnette. Wired for both 6 volt and 120 
volt lights, it is illuminated from a battery when not convenient to 
regular household electric connections. 


A front end view of a Silver Dome unit showing the double bed 
ready for use. The utilization of the V-front space for storage bins 
and drawers and shelf space for the radio and table lamp is also shown. 


a 


| generally specialists, 


This Vagabond Coach shows the stream line des ign 


of the modern camp trailer and the built-in 


trunk space in the rear. This rear trunk capacity is large enough to carry the spare wheels and tires, as 
well as all the tools and rough utensils which the average camper would like to have along. 


Thermostatic Piston Will 
Be Announced Shortly 


By J. EDWARD SCHIPPER 
Member Society Automotive Engineers 


DETROIT. Interesting and | 
important announcements are} 
about due on a number of auto- | 
motive developments upon which 
laboratory and test work has al- 
ready been completed. These} 
will come, not from the car manu- | 
facturers, but from large makers | 
of parts and accessories. 


This is in line with the fact| 
that a great deal of the develop- 
ment work for the industry dur- | 
ing the past few years has been | 
done by that great secondary | 
group known to car manufac- | 
turers as suppliers. It is no se-| 
cret that, because suppliers are | 
they know 
more about their product than 
even the best-equipped car manu- | 
facturer can possibly learn. Con- | 
sequently it is from them that} 
the industry is receiving a great 
many of its important advance- 
ments. 


Laboratory work has just about 
been finished on an entirely new | 
type of reinforced aluminum pis- | 
ton which contains a thermostat. 
This new piston, it is claimed, 
can be fitted much more closely 
to the bore than previous alum- 
inum-type pistons and even more 
closely than usual cast iron prac- 
tice. The thermostat, it is said, | 
permits control of piston expan- | 
sion both as to amount and di- 
rection. Asa result ‘freezing’ when 
overheated and scuffing when 
cold will be eliminated. It is also| 
stated to have unusual oil econ- | 
omy feature. Gains of as much| 
as 20 per cent as compared with 
pistons used in standard produc- | 
tion have been shown in lab-| 
oratory tests. The announcement | 
of this new piston will be made 
very shortly according to confi- 
dential information from its pro- 
ducer. 


Probably more striking than 
any other announcement’ ex- 
pected shortly will be that of a 
manufacturer who has_ been) 
prominent in the accessory field | 
for many years. This maker has} 
developed a device which, it is 
claimed, will forever end the nec- | 
essity for oil change provided that 
the operator is using good quality 
oil to start with. While of para- 
mount importance to the truck, 
bus, taxicab and other types of 
fleet operator, this development 
will also be made available to the 
car owner. It can be fitted to any 
make of car, it is stated, and 
does away with the customary 
changes at 500 to 1,000 miles. 
The manufacturers are very close 
to putting the device on the mar- | 
ket as all the laboratory work 
has been successfully completed. | 
It is expected to create a stir in 
the oil distributing field as the 
lubricant is stated to remain per- 
fectly clean and clear after thou- 
sands of miles of use in normal 





service without loss of vicosity or 
lubricating quality. 


Another development which 


| while not as far along as those 


mentioned but which is of ex- 


treme importance is that of pres- | 
In fact, there | 


sure carburetion. 
are some engineers who believe 


injection principles 
By these engineers 


of the fuel 
of the Diesel. 


it is pointed out that a numper | 


of the inherent disadvantages of 


the Otto cycle upon which all au- | 


tomobile engines are now oper- 
ated is due to the manner of in- 


troducing fuel into the combus- | 
A much higher} 


tion chamber. 
mean effective pressure developed 
by engines using a supercharger 
and the advantages 
due to better timing and fuel dis- 


tribution are cited. The new car-| 


buretor development is designed 
to give some of the advantages of 
the supercharger without the 
complication of the rotor-drive. 
If this development reaches the 
market the 


the present type. 





in economy | 


carburetor resulting | 
from it will differ radically from | 
| Houde plant here. 


|AMA Asks Equalized 


Rail Rates to Ports 


NEW YORK.—The equalization 
of freight rates on unboxed auto- 


| mobiles for export through the 


ports of New York and New Or- 
leans was advocated by spokes- 
men of the motor industry at the 
final hearing of the Interstate 
Commerce Commission on this 
subject in Washington, Mar. 6. 
Oral argument before the full 
commission brought to a close the 
hearings which the commission 
has been conducting into this 


that the coming automobile en- | subject since last September. 


| gine will borrow at least some} 


Emphasizing the importance of 
maintaining at all times more 
than one American port for the 
handling of export shipments, the 
representatives of the automobile 
manufacturers urged that neither 
port should be placed at a dis- 
advantage by unequal rate sched- 
ules. 


Houde Engineering 
Buys Kelch Heater 


BUFFALO, N. Y. The entire 
business and assets of the hot air 
automobile heater department of 
the Kelch Heater Co., Detroit, has 
been purchased by the Houde En- 
gineering Corp., of this city, it is 
announced. 

All of the manufacturing equip- 
ment has been moved to the 


Where to STOP when you 
GO to New York 


@ Stopping at the Lexington is a thrill in itself 
when you visit New York. Located among the 


towering skyscrapers of the 


smart East Side, 


it's convenient to everything worthwhile. 801 
rooms with bath and radio — from $3.00 a = 


HOTEL LEXINGTON ** 


48th STREET AT LEXINGTON AVE. 
Charles E. Rochester, Manager 
National Hotel Management Co., Inc. 
Ralph Hitz, President 
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2500 MILES OF BOHNALITE PISTONS! 


45,000,000 Bohnalite Pistons 
would stretch from the Great Lakes to the Golden 
Gate ... from Detroit to San Francisco . 
of Bohnalite Pistons 2500 miles long! 


If laid end to end, these 


.a vast bridge 


A DECADE OF LEADERSHIP! 


During the past 10 years, the Bohn Aluminum and 
Brass Corporation has manufactured over 57,000,000 
Bohnalite Pistons of which 45,000,000 are still in opera- 
tion. This is a world’s record, not only for quantity of 
production, but for quality and long-life performance 
as well! 


BOHN BLAZES THE WAY! 


Twelve years ago the introduction of the Bohnalite 


The 


outstanding success of this piston established and sta- 


Piston revolutionized automotive performance! 


bilized aluminum as the best metal for piston construe- 
. tion, and lead the way to the almost universal use of 
aluminum pistons today! 


Bohn Pioneered . . . and then Perfected! 





In 1935 
of the industry’s total production. 
are using aluminum pistons! 
pressive majority of America’s largest selling motor cars! 
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BOHNALITE 
AUTOTHERMIC 


BOHNALITE 
INVAR-STRUT 


BOHN ALUMINUM & BRASS 
CORPORATION 


BOHNALITE 
OUTBOARD 


BOHNALITE 
DIESEL 





LARGEST MAKER OF 
ALUMINUM PISTONS 
Greaka All Weld Records! 
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An Unequaled . . . Unrivaled . . . Unprecedented Achievement! 
More than 45,000,000 Bohnalite Pistons are now operating 
on the Highways of America! 


Aluminum Pistons Are The 


verwhelming Choice of 


Automotive Manufacturers! 


23 makes of automobiles accounted for 99% 


21 of the 23 makes 


21 out of 23—a truly im- 
! 


oc jill 


0 OO UNALITE 


PISTONS 


In addition to proving the almost universal use of 
aluminum pistons in motor cars, this amazing record 
»roves the overwhelming preference for BOHN. ALITE 
ISTONS! The popularity of these outstanding pistons 


THE BOHN ALUMINUM & BRASS CORPORATION DESIGNS, 
ENGINEERS AND CASTS ALL TYPES 


OF PISTONS 


BOHNALITE 
CURVED RELIEF 


BOHNALITE 
Brio) 


EXECUTIVE OFFICES: 
LAFAYETTE BLDG., DETROIT 


keeps pace with the growing popularity of 
aluminum as a piston metal! 


BOHNALITE PISTONS COVER THE 
COMBUSTION ENGINE FIELD! 


Bohn manufactures advanced design pistons 
for every type of combustion engine used in 
passenger cars, 
buses, trucks, 
tractors, air- 
planes, motor- 
cycles, and ma- 
rine and out- 
board engines... 
from the huge 
Diesel Engine Pistons weighing over a 100) 





pounds to the tiny Outboard Motor Piston: 
weighing a few ounces! 

Every Bohnalite Piston is designed to do : 
specific job ati 
alite engineering leadership! 

BOHNALITE ALLOYS 
MEET ALL DEMANDS! 


Bohnalite 
several Aluminum Alloys 


Pistons are cast in a choice of 
each with its own 
each designed t 


Among the 


distinctive advantages 

meet a specific demand most 

widely specified are: 

“yj” —A Copper Aluminum Alloy of gre 
strength and hardness. 

Bohnalite “L”—A Silicon Aluminum Alloy with a: 
unusuallylowcoeflicientof expansior 

*‘yY”—A Modified Copper Aluminum Allo 


developed for aircraft use. 


AN ASSURANCE OF SUPERIOR 
PISTON PERFORMANCE! 
Sales figures tell a graphic story. In the case 
of Bohnalite Pistons they tell this story: that 
for ten years their sales have steadily in- 


Bohnalite 


Bohnalite ‘ 


creased, until today they occupy by far the 
leading position in the field. Such steady 
growth and leadership conclusively indicate 
wide and continuous public approval and 
acceptance, 

It has become an accepted fact that motor 
vehicles whose engines are equipped with 
Bohnalite Pistons are the most advanced in 
design. They assure superior performance 


Bohnalite Cylinder Heads and Bohn Rin; 
True Bearings are worthy companions to 
Bohnalite Pistons .. . 
equipment on the more advanced cars. 


they, too, are standard 


NELSON _. 


BOHNALITE 


PISTONS 


into every piston goes Bohn. 
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